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OVER 12 PAIRS A MINUTE 


£50 pairs an hour 











Style No. 383, in Shagbuck. Smart spring and summer oxfords in a rich, nappy-textured 
reverse calfskin. In gray and brown, other styles also in blue and white. Only author- 
izel Freeman dealers can show Shagbuck-——it’s a registered trademark. 








Every minute of every day Freeman 
dealers sell more than twelve pairs of 
Freeman Shoes. That means 750 satisfied 
customers every hour. Men must like 
Freemans to buy them in such volume. 
And to meet this demand, great modern 
factories at Beloit, Wisconsin, are keyed 
to a production that ranks Freeman as 
America’s largest exclusive manufacturer 
of men’s fine shoes. 

Freeman quality insures repeat business. 


FREEMA 


WORN WITH PRIDE 





The 750 happy men buying Freeman 
Shoes every hour today are going to walk 
back into Freeman dealers’ stores the 
next time they need shoes. At the same 
time Freeman’s national advertising in 
the Saturday Evening Post and Esquire 
is making new customers to enlarge the 
daily total. Write today for our 1936 
catalog and complete dealer information. 
Freeman Shoe Corporation, Beloit, Wis- 
consin. 
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BY MILLIONS 
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VOICE of the 


B. E. WILSON of Detroit, in 
honor of the Mark Twain centen- 
nial, quotes from “Life on the 
Mississippi:” 

“Two qualities are essential to a 
good pilot—courage and judgment. 
Courage can be cultivated, given a 
spark of pluck to begin with. But 
judgment must be born in a man. 
For judgment is another word for 
brains.” 





€C. J. HOBSON of the Charles 
Ager Shops of Coventry, England, 
says: 

“Trade here is definitely on the 
up-grade. At Coventry we are back 
on the 1929 figures. Our actual 
low-water mark here was in 1932. 

“I enjoyed very much my trip 
to America and my studies of your 
stores. As a result, I have not the 
hodge-podge of store stock for I 
have set a limit on the number of 
lines carried. 

“Mine was the first shop in 
England to operate similarly to 
that of your Brown Plan. There 
are now about thirty others spread 
over the country and gradually an 





effective set-up of production and 
distribution is being evolved. 

“There is some talk of making 
up a party to visit America again, 
so I am giving myself the pleasure 
of seeing you again, for I am a keen 
admirer of your wonderful coun- 
try and its extremely hospitable 
people.” 

*% * *% 

*°THE FOOT” by Dr. Norman C. 
Lake, famous English orthopedist, 
is a practical handbook dealing 
with the foot in health and dis- 
ease; its evolution and develop- 
ment; its anatomy and physiology. 
In preface to this thorough book, 
Dr. Lake says: 

“There is abundant evidence that 
much industrial incapacity, in ad- 
dition to social discomfort, is 





Af FEES 








caused by diseases of the feet. Fre- 
quently the responsible lesion is a 
comparatively trivial one, and the 
sufferers find that their complaint 
receives but scant attention when 
they present themselves for advice. 
To some extent, an overcrowded 
medical curriculum is to blame for 
a lack of interest in these condi- 
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tions, for the student finds little 
time to devote to such apparently 
minor matters, although he dis- 
covers later that they constitute a 
considerable portion of his prac- 
tice. It is with the object of remedy- 
ing this defect that this book has 
been written.” 

Published in America by Wil- 
liam Wood and Company, Balti- 
more, Md. 








© YRANO DE BERGERAC may be 
a far cry from the shoe business 
but Gordon Evans of Lewis & 
Reilly, Scranton, Pa., told mer- 
chants in Philadelphia: 

“Walter Hampden took the 
classic show for a circuit of the 
country, with new and elaborate 
scenery, a cast of 75 and a pair of 
beautiful horses for the old French 
coach. New costumes, equipment 
and everything for the tour of the 
country at a time when depression 
was at its depth. His philosophy 
was: ‘If it’s good, the public will 
appreciate it, no matter what the 
times may be.’ 

“By the same token, we in the 





shoe trade might well draw a les- 
son from this adventure into show- 
manship by doing a similar job of 
shoemanship ourselves. The Amer- 
ican public appreciates quality and 
will pay for it, providing it is pre- 
sented to them in the right sort of 
setting. 

“Cyrano was a great lesson to 
me and I in turn want to transmit 
the inspiration of it to you. It can 
be done, if one will but try. 


* * * 


BR ALPH P. LEVEY of Pokorny’s 
Shoe Store in New Orleans, says: 
“Our prediction for Summer is 
for an avalanche of men’s business 
in all whites first, followed by the 
ventilated oxfords in white, as well 
as in varied colors of lighter 
shades of calfskin, appropriately 
contrasted; and built to appear 
light in weight but so designed that 
they can be offered to him who de- 
sires shoes to match the Summer 
clothing, with an eye to style and 
color balance—with emphasis fun- 
damentally on comfort.” 


* * * 


eVOHN S. BRADY of the Brady 
Shoe Stores in Kansas is saluted on 
his sixtieth anniversary of success- 
ful shoe store operation; and this 
was written about him by Harry 
C. Guthrie of Chanute, Kan.: 

“He started on a shoe string and 
now owns a chain of shoe stores. 
When the first was started and its 





success assured, he was not .satis- 
fied—although as a traveling man 
for a large shoe house he was well 
on the road. He never admitted to 
himself that his responsibilities and 
capacities were too great and too 
many to add to his duties. Deter- 
mination accompanied him on his 
path to progress. He kept his mind 
open. Listened to other people’s 
ideas. He kept his chin up and 
climbed the ladder because’he had 
the purpose of success within him. 

“T salute the man and merchant, 
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—lIn all periods of industrial con- 
valescence there are certain so- 
called business men who hold back 
and want to see “What's going 
to happen next." 

—lIt's a safe bet that business isn't 
going to run after them. 

—They've got to run after business, 
and with hot-foot speed at that. 

—I know of innumerable cases of 
outstanding success and big 
profits being made today. 

—But these men are self-starting, 
hard-hitting go-getters. 

—They are masters of initiative, 
creative energy and showmanship. 

—tThey realize that the world is dif- 
ferent than it used to be, and are 
building accordingly. 

—Heaven may protect the poor 
working girl, but it won't offer 
much help to the individual who 
does not understand, appreciate 
and practice modern thinking and 
clever showmanship. 


Sewiet Ve 


President. 





for since my first association with 
him he has commanded my admira- 
tion and respect. He has an abun- 
dance of personality. 

“So we pay tribute to him on his 
sixtieth anniversary as a shoe man.” 


* *% * 


eBOSEPH RUBIN, shoe buyer in 
Wellan’s, the largest department 
store in Central Louisiana, located 
in Alexandria, believes in main- 
taining a complete stock at all 
times to get the best results. Mr. 
Rubin says: 

“We are operating the largest 
and most complete department 
store in Central Louisiana and our 
own shoe department. This is a 
city of 25,000 population with a 
large trade area in a 50-mile radius 
of the city. My stock is always 
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complete, although at certain peri- 
ods of the year it is a little heavy. 
However, I find that in a store of 
our type, it is necessary to main- 
tain a large stock in order to get 
the best results. We carry wom- 
en’s and children’s shoes in prices 
ranging from 98 cents to $6.85. 

“It is a harder job for a buyer 
to merchandise a department of 
our type than one that deals only 
with shoes in the higher grades. 

“Some buyers don’t realize that 
in order to do a good job in a 
popular price department, stocks 
must be as complete as _ possible 
and the men on the floor must be 
thoroughly trained to see that their 
part of the stock must be arranged 
100 per cent correctly in order 
not to miss any possible sales 
through neglect.” 


* * * 


eB AMES E. BABB, JR., of Suffolk, 
Va., and director for the State in 
the M.A.S.R.A., is a booster of 
his own home town—which by the 
way is the “peanut center” of the 
world. When the public is peanut 
conscious, then business is good in 
the shoe stores of Suffolk, Va. 

So the thing to do is to eat more 


peanuts to make more business for 
Babb. 


* * * 
THE battle is on! J. L. Shermer 
of The Bootery in Fort Smith, Ark., 


differs with Sid Weber’s (of Janes- 
ville, Wis.) statement that store 
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_and salesman should tell the cus- 


tomer: “You be the judge on the 
fit of the shoes. We don’t guar- 
antee the fit.” 

Mr. Shermer says: “You say you 
have only lost two customers in 
the past six months on account of 
displaying that sign. Mr. Weber, 
I have been on the fitting stool 
in the same store for the past twelve 
years and when a customer will 
buy the size shoe that I say fits her, 
I do not hesitate to tell her I can 
guarantee the fit. And for the past 
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six months I have not lost two pairs 
of shoes on account of that guar- 
antee. 

“The foundation of our business 
is built on, good merchandise and 
plenty of sizes. I think it is a lot 
better to have fewer styles and 
more sizes and widths so you can 
actually fit the feet when they come 
in. If you have all sizes and widths 
in a shoe and cannot so fit a cus- 
tomer that you can guarantee the 
fit, then I would suggest that you 
take a course in the ‘Study of the 
feet.’ ” 








N. W. AYER & SON, INC., of 
Philadelphia, in seven-eighths of 
a page in the New York Times, 
says in part: 

“In 1785, when Tobias Gwynne 
of Philadelphia needed a new pair 
of shoes, he went to Thomas Ed- 
wards, the bootmaker, and had him 
make up a pair. 

“Tobias Gwynne knew’ Thomas 
Edwards . . . not as a name stamped 
upon a product . . . but as a man. 
He knew his character and his 
methods of doing business . 
where he got his leather and what 
pains he took to select it . . . how 
hard and skillfully he strove to 
give good fit and good service... 
how he treated his family and his 
apprentice . . . how he worked and 
thought and lived. 

“The great-great-great-grandson 
of Tobias Gwynne knows none of 
these things. Between him and the 
corporation which makes his shoes 
there is no point of contact beyond 
the clerk in the store and the mer- 
chandise itself. 

“Yet in point of excellence of 
materials and workmanship . . . 
of honesty and integrity . . . of 
usefulness to the individual and the 
community . . . that corporation 
may be, and probably is, every 
whit as worthy as Thomas Edwards. 

“Large-scale industry in Amer- 
ica has a fascinating and inspiring 
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story to tell . . . and it is one of 
the major misfortunes of our time 
that that story so seldom has been 
told. 

“Knowledge is the parent of un- 
derstanding . . . and it is only of 
understanding, that confidence can 
be born. In the last analysis, large- 
scale industry must stand or fall 
by the good-will and confidence 
of the public. A few ... a very 
few . . . far-sighted corporations 
have been notably successful in 
winning that good-will and confi- 
dence by telling their story to the 
public over a period of years.” 


* * * 


THE Palmer House in Chicago 
has a happy faculty of making 
friendships long after the customer 
has been served. Perhaps there is 
an idea in the cute little note that 
they send out expressing themselves 
as follows: 

“We have often felt that the 
Credit Department spends too much 
of its time trying to wheedle some 
money out of a chronically slow 
payer and lets the man who pays 
promptly go unnoticed. We at the 
Palmer House acknowledge with 
thanks your remittance for your 
January account, and want you to 
know that we do appreciate your 
promptness very much.” 


Right to the point and pert. 





Bee 
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T. DUN BELFIELD, president of 
the Philadelphia Shoe Merchants’ 
Council, says: 

“The retail industry should stand 
firm on the policy of ‘No Sales of 
White Shoes until after July 15. 

“The simplicity and value of 
sales control is so easy of accom- 
plishment that for the life of me I 
cannot understand why the mer- 
chants in every city, of any size, do 
not get together and effect a pro- 
gram that will insure them a rea- 
sonable profit in the conduct of 
their business. Any arguments to 
the contrary are too ridiculous for 
the consideration of sound business 


ethics.” 
* * * 


«A PENNY government postcard is 
all ready for the mailing—‘as soon 
as Old Sol shows his face without 
his earmuffs.” It shows a flock of 
robins singing and the notes 
emanating are from Mendelssohn’s 
“Spring Song” and not from “The 
Music Goes Round and ’Round.” 
The singing birds depict Spring 
and the story reads: 

“Hack’s Spring Foot Notes. Ad- 
vance announcement — New Shoes 
for Spring of 1936 for the entire 
family,” ete. 

Nathan Hack says: “I believe 
it is the best piece of mail ever 
sent out by us, for feet need cheer- 
ing up.” 
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“He'd do anything to hold an audience.” 














"When it comes to shoes, | want 

a model with lots of dash, and 

that's why these new square toes 

and plateau lasts of yours look 

right to me. But | don't want a lot going 
on, on that shoe. Somehow it seems to me 
that when your lines are extreme, your little 
trimming details must be very much sub- 
ordinated. You can't have both at the same 


time—it's too much." 


CUSTOMER 


Says: 


by 
RUTH 
HARRINGTON 
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“Give Me DASHING SHOES 


SIMPLE SHOES” 


AT’S a season of dramatic extremes in silhouettes (the 
hat in the picture certainly proves that point). It’s a 
season of exciting colors. It’s a season of everything 
else but little fussy trimmings for shoes. 

As we look about and see the many fussy shoes that 
are still being shown, the sight moves us to this little 
sermon. Shoes stitched within an inch of their lives, 
shoes riddled with perforations, and tear-drops. Shoes 
plastered with little “bitty” trimming details, just 
don’t belong in the picture of today. 

Very likely this doesn’t apply to you, gentle’ reader 
and smart retailer! If you should have any such shoes 
on your shelves, you are probably preparing to shed 
them now—at a sharp markdown. But won’t you use 
your influence to make all shoes simpler and at the 
same time more intriguing to the customer? Won't 
you help preach the shoe gospel of dramatic sim- 
plicity? Can’t we all do something to stop this fancy 
business that makes so many shoes so bad? 

Suppose, we let Mrs. Customer speak her mind. Let 
her tell us something about her current clothes phil- 
osophy . . . why she wants dashing shoes and why 
she doesn’t want trimmed-up, cluttered-up shoes. 

“Well,” she says, “I’m getting Spring clothes this 
year that are pretty extreme in their lines. They are 
broad in the shoulders and they are nipped in at the 
waist and they are shorter in the skirt . . . and they 
Jook new. I feel different in them. And I’m wearing 
the maddest hats I’ve worn in years. My husband 
thinks they are terrible (you know all men like little 
round hats with brims). / think they’re grand. 

“Now, when it comes to shoes, I want a model with 
lots of dash, and that’s why these rew square toes and 
plateau lasts of yours look right to me. But I don’t want 
a lot going on, on that shoe. Somehow it seems to me 
that when your lines are extreme, your little trimming 
details must be very much subordinated. You can’t 
have both at the same time—it’s too much. Well, you 
say, that seems illogical because I’m wearing a huge 
bunch of violets on my new coat and a great big frill 
on my suit-blouse. That’s trimming, you say. Yes, it’s 
trimming, but it’s different. It’s big, bold dramatic 


Dashing Shoes because: 


Lines in clothes are extreme and color was never 
more important. Shoes should express that same 
excitement in silhouette and color. 


Simple Shoes because: 


Bold, extreme lines and fancy, fussy trimmings 
don't belong in the same costume. They fight 
with each other. 


High colors and little "bitty'' details should 

never be done at the same time. The two to- 

gether are overpowering to the woman who 
wears them. 


trimming and it’s not spread all over me; it’s focused 
in one place. I'd like a nice big (but simple) bow or 
buckle on my shoes and I'd like just a few cut-outs, 
perhaps, concentrated in one area. I don’t mean shoes 
must be plain as a pipe stem. But the design must 
have some reason for being in other words it 
must be good design. 

“Then there’s this question of color. That’s a factor. 
too. Of course, you know we're all wearing a lot more 
color. And the more color you have on, the more 
careful you have to be, the slower you have to go on 
trimmings. I love these new tan shoes, and I’m going 
to get a bag to match them. But those tan shoes and 
that tan bag can’t have lots of trimming, as well as 
lots of color. If they do, they look cheap right away. 
Anybody can look nice in black or navy—it’s so safe. 
But the minute you go into bright color anywhere you 
have to watch your step! 

“Well, I'm afraid I’ve rambled a lot, but do you 
see what I mean. Don’t you see that fussy shoes just 
don’t belong? 

“You say that all I’ve said may be all right for me— 
I’m the exceptional customer—young and extreme and 
‘high-fashion’ and all that. Lots of women like the 

[TURN TO PAGE 39, PLEASE | 
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Street floor salon 
decorated with 
murals. Extreme 
simplicity marks 
this floor, which 
is utilized entirely 
for the selling of 
shoes priced 
from $12.75 to 
$25.00. 


Black glass at the top and 
bottom of the display 
windows feature this out- 
standing new store. Lights 
back of the doorway firm 
name sign are something 
new. 


Note how the windows jut 
out from the buttress quite 
a bit, so as to give an ef- 
fect of bringing the mer- 
chandise closer to the 
beholder and framing the 
shoes to better advantage. 






GOOD SHOES DESERVE 


ARCHITECTURALLY the new Wetherby-Kayser shoe 
store in Los Angeles is most charming in its simplicity. 
It is a store which will wear well as time goes on, for its 
apparent friendliness makes it an establishment of real 
dignity, in keeping with the merchandise sold. 

Every detail of this specially reconstructed three-floor 
building, located right in the center of the better shopping 
section, was planned to carry out the individuality of 
the organization. 

Architects Burk & Kober furnished a world-famed color 
expert, Miss M. Kaufman from Switzerland, to stay on 


the job throughout the entire remodelling period, so that 
she would not only pass on the colors but also the exact 
shadings. In this new Seventh Street shop there is not 
a single color contrast. All through a most skillful blend- 
ing of shades dominates the coloring, so that one is 
scarcely aware of any color scheme at all. 

At the present time, Wetherby-Kayser has just a single 
store frontage on the street, while they occupy the entire 
upper floors of the building. This building is planned to 
allow for taking over of the next room, which will be 
available in a year’s time. Then the men’s department, 
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"Fashion Lane," to the right, the 
men's department to the left, with 
the children's section to the front 
where the camera was placed. No 
glass is used in any of the eighteen 
open displays. Soft harmonious 
colorings are used throughout this 
fine establishment 


New Store in Los Angeles a 
Forerunner of Modernization 


in Shoe Service. 


By HARRY R. TERHUNE 


GOOD STORES 


now on the second floor, will be moved to the street 
floor, giving them a double frontage. 

On the street floor is the Laird Schober salon, in 
which both the Laird Schober and the Laird Craft lines 
are carried exclusively. The second floor, named 
“Fashion Lane” houses the more moderate priced 
women’s shoes which start at $6.50; the men’s depart- 
ment specializing in J. & M. Taylor Made and Slater 
sport shoes, and a fine children’s department in which 
the J. Edwards & Co. line is featured. 

The reason for locating this, the eighth in the 


Blending Colors to Aehieve a Symphony of Shades 


Wetherby-Kayser group of stores, in this spot, was the 
desire to get back into the flow of traffic of people 
who wanted good things. 

Boot AND SHOE REcoRDER has told at various times 
parts of the history of Wetherby-Kayser; how it was 
started in Pasadena in 1884 by F. B. Wetherby, father 
of Henry Wetherby; how Emil Kayser came into the 
firm in 1888; how this was the first store in the United 
States to retail women’s shoes at $12.00 when $4.00 
and $5.00 was tops elsewhere; and how, too, they are 
next to the oldest account in the West of Laird Schober 
and Johnston & Murphy, taking on these lines shortly 
after Sommer & Kauffman had done so; also of this 
firm being one of the very first stores in the country 
to mark shoes in plain sizes. 

All through the pattern of this fifty-one-year-old 
retail shoe establishment’s history runs the warp of 
style and quality and the woof of better shoes and 
better fitting. 

Never was an organization comprised of more in- 
teresting personalities than Wetherby-Kayser. In the 
beginning, both Mr. Wetherby and Mr. Kayser were 
dominant characters, then along in 1902 a new per- 
sonality was introduced into the firm. A young New 
Yorker was hired. He stuck. Today, Frank Bush is 
one of the best known and most respected shoe buyers 
in America. 

As a kid, Frank Bush always had an idea he would 
like to go West. Back in the days when he was with 

[TURN TO PAGE 52, PLEASE | 
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WHAT 


A proper fit. 
reasonable wear. 
correct style at 


the right price. 
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ee “cooperativs at erg et \n ctnobile acee" Appearance of frequent news items 

i , a2 ae a nation® sicted: |Pora ar” of this nature in the papers tends to 

\tan. pangs the ager ynits OP’ influence consumers to become critica! 
pareraay the ETA aavanee and dissatisfied, and at the same time 
— . — reflects the progress of the so-called 
within th is “consumer movement." 


UNDER the caption “The Challenge of the Cus- 
tomer,” the Recorper published in its issue of Feb. 22, 
an article which analyzed the development in receni 
years of what has come to be known as “the consumer 
movement,” a development which reflects a growing 
attitude of criticism on the part of consumers with the 
manner in which merchandise is being sold and dis- 
tributed at retail. 

Liberal quotation was made in this article from an 
interesting address on the subject which was given by 
Carl N. Schmalz, assistant professor of marketing at 
the Harvard University School of Business Administra- 
tion, at the annual convention of the National Retail 
Dry Goods Association in January, and reference was 
made to the solution suggested by Professor Schmalz 
on that occasion, when he recommended the appoint- 
ment of a consumers’ committee to cooperate with the 
store in an intelligent effort to reach and correct the 
causes of consumer dissatisfaction. 

This recommendation was addressed primarily to 
department store executives, but the facts and condi- 
tions he cited, as for example the activities of Con- 


sumers’ Research and the expansion of the consumers’ 
cooperative movement are likely to have a direct bear- 
ing on the business of retail shoe stores. In recent 
weeks the cooperative development has been given fur- 
ther widespread publicity through the announcement of 
plans, said to have been approved by Edward A. 
Filene of Boston, for the establishment of a group of 
cooperative retail outlets in various cities. 

In the light of these facts, every intelligent retail 
shoe merchant must face the question of what “the 
consumer movement” may mean to him and what, if 
anything, he ought to do to meet a situation that may 
conceivably assume the importance of a_ potential 
future menace to his profits. 

To the extent that consumers are being educated to 
distrust the regularly established agencies of retail 
distribution, from which they have been accustomed 
to buy their merchandise, retail shoe stores are likely 
to be affected unfavorably along with department 
stores, clothing stores and all of the other retail out- 
lets. Due to the fact that shoes are such a fundamental 
necessity of life, it is a fact well supported by experi- 
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From the Shoe Store 


A sequel to the article “The Challenge of the Customer.”* published 
in the February 22d issue of BOOT AND SHOE RECORDER 


ence that consumers are more likely to complain of 
dissatisfaction from shoe service, shoe prices, etc., than 
of faults in most other lines of merchandise. 


UNQUESTIONABLY shoes play an exceedingly inti- 
mate and important part in the every-day life of every 
man, woman and child in this or any other civilized 
country. Any cause for dissatisfaction that a customer 
may experience from shoes impresses itself immediately 
and forcibly on the consciousness of the individual. 
And so it becomes apparent that in considering this 
problem of how to meet the more critical attitude of the 
consumer of today, shoe merchants must consider not 
only the general causes of consumer dissatisfaction 
which are likely to pertain to the distribution of all 
sorts of merchandise, but likewise a group of 
special causes for complaint arising out of the nature 
of the shoe business as such. 

In view of the widespread present interest in cooper- 
atives, it seems evident that a very considerable factor 
among the causes of consumer dissatisfaction at the 
present time relates to the matter of price. The chief 
motive that induces people to join cooperatives or 
buy their merchandise through these organizations is 
the price motive. They hope to buy goods more ad- 
vantageously or to share in the distribution of divi- 
dends which the cooperatives offer as an inducement. 
In this connection retailers should not overlook the 
significance of the fact that this cooperative movement 
comes at a time when the country is emerging from 
the most devastating economic depression in its history. 
a depression that has borne down heavily on the sort 
of middle class people who are most likely to join up 
with organized groups like the cooperatives. It is quite 
significant that ministers often play a leading part in 
the expansion of these organizations, which is some- 
times accomplished through missionary work carried 
on with an almost evangelical fervor. 

Undoubtedly the sharp increase in prices of many 
necessities of life which has marked the period from 
1933 until now has been accompanied by severe hard- 
ships in millions of families whose incomes had been 


reduced and whose earners have not been able to push 
their salaries or wages up to keep pace with rising 
prices. Resentments have resulted, and there is a tend- 
ency to “take it out on” the hapless retailer. In the 
shoe industry this situation has been pretty well 
recognized, both by retailers and manufacturers. Re- 
tail shoe prices have not been advanced in anywhere 
near the same proportion as have the prices of leather 
and hides. Fear of unfavorable consumer reaction has 
tended strongly to hold down the retail prices of shoes, 
and to the extent that this has been done, there is 
probably little more the average store can do to meet 
such price resistance as now exists. 

Nevertheless, the shoe merchant can and should give 
serious thought to the question as to whether his pres- 
ent retail price ranges are in line with the needs of 
his customers, whether some additional price lines 
should be added, or whether the adoption of some 
price policy different from that which he is now pur- 
suing might possibly enable him to increase his volume 
of business by appealing to more customers. 


ASIDE from the question of price, the cause of dis: 
satisfaction that looms largest in the consumer’s mind, 
so far as shoes are concerned, undoubtedly centers 
around the matter of fitting. Many people are much 
concerned with the style of their shoes and are insistent 
upon having footwear that expresses fashion in the 
last degree. Others are less concerned about style, but 
expect a great deal in the way of service and wear. 
Others are influenced by foot health considerations or 
others factors. But regardless of what the primary 
consideration may be that determines the sale, every- 
body expects and demands a comfortable fit. If they 
fail to get it, if their shoes, whether fashionable or 
orthopedic, cause pain or discomfort or exhibit any 
of the manifestations of ill fitting, a grievance is born 
which may or may not register itself in the form of a 
complaint, with demand for adjustment. Often the 
grievance without the complaint is the more serious 
because it may mean that the customer will go else- 

[TURN TO PAGE 51, PLEASE | 









ac ee tet 








BOOT AND SHOE RECORDER, March 14, 1936 


WHAT NATIONAL WEALTH IS AND HOW IT IS DIVIDED 


Here is a graphic picture of all the things which constitute the national wealth of the United 
States and the percentage (figures on the dial) of the whole, represented by each. Money is 
not included because it is not wealth but a medium of exchange. 


Ingall's estimate of the total national wealth in 1929 is 460.2 billions. On that basis the worth 
of each of the above subd visions in billions is: (a) Agriculture, 57.8; (b) Minerals, forests, 21; 
(c) Residential buildings, 102; (d) Business buildings, 35; (e) Manufacturing, 53; (f) Inventories, 
35: (g) Transportation, 47.3; (hk) Public utilities, 21.2; (i) Tax exempts, 39.3; (j) Chattels and 


personal effects, 48. 


THE American system of enterprise is the bone, 
If we must now 


brain, blood and sinew of America. 
come to grips with those who propose European ideas, 
European culture, even European forms of govern- 
ment as substitutes for our own, we must analyze 
what they have to offer and appraise the relative values 
of our system and theirs. 

They have three main texts, which they are end- 
lessly dinning into our ears until, by the very power 
of suggestion, we almost believe them. By “they” we 
mean not only the influential and perhaps overrated 
European writers, statesmen and unofficial represen- 
tatives, but groups of our own people, some young and 
enthusiastic, others mature and prejudiced, who sincere- 
ly believe that the way of regimentation is inevitably 
to be the way of the U. S. A. 

The texts are: (1) Theirs is the oldest culture, much 
superior to ours, which is crude and childish. (2) The 
world has been so reduced in size by speed and com- 


munications that no nation can remain isolated. We 
are interdependent and therefore must act in concert. 
(3) We are even as they are, a people who have 
exhausted the wealth of a continent and must now pay 
for our wastefulness by joining them in a long Lent 
of repentence and economy. 

Let us look at these texts briefly. 

As to the first, it would seem that the superiority of 
European culture was blown high into the air in 1914 
and has remained out of sight ever since. 

As to the second, the physical world is no whit 
smaller than it was in 1000 A.D. There is just as much 
room for the people. The oceans are as wide as ever. 
High-speed travel and instantaneous communications 
still leave the mean diameter of the earth, 7917.5 
miles. We are no nearer Europe, Africa and Asia than 
we were before—in any sense. 

As to the third, it is true that we are through carving 
a nation out of the wilderness and that we can no 
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And Satisfy Yourself that the American System is Best 


Waste of Dollars—Is Murder 


"Remember that money is of the prolific, gener- 
ating nature. Money can beget money, and its 
offspring can beget more, and so on. Five shillings 
turned is six, turned again it is seven and three- 
pence, and so on till it becomes a hundred pounds. 
The more there is of it, the more it produces every 
turning, so that the profits rise quicker and quicker. 


"He that kills a breeding-sow, destroys all her off- 
spring to the thousandth generation. He that 
murders a crown, destroys all that it might have 
produced, even scores of pounds." 


BENJAMIN FRANKLIN 


longer waste extravagantly the rich gifts of nature to 
this favored land. Nevertheless, we are a long, long 
way from the exhaustion of those natural resources. 
Indeed, if we use reasonable care in re-stocking them, 
most of our resources will never give out. 

Now let us turn the tables on Europe and scrutinize 
the effect of national boundaries, difference of lan- 
guage, intensified internal development and age-old 
tradition upon the way the European nations live and 
look at life. 

It is hard for us to imagine what it is like to live 
one’s life in a Continental nation but let us try it: Here 
we are, then, living in a country about the size of one 
of the forty-eight United States—you could lose any 
of them, except Russia, in the State of Texas, while 
the smallest is smaller than Delaware. We are sur- 
rounded on every side, not by friendly neighbors but 
by jealous enemies, who do not even speak our lan- 
guage. In fact we have no one language. In pre-war 
Austria they spoke a dozen different languages in as 
many parts of the Empire. 

We have fought with the same neighbors for a thou- 
sand years, back and forth over the blood-soaked 
marshes of Alsace and Lorraine. The loser of that 
territory, disputed for centuries, has withdrawn to lick 
his wounds and get ready for the next war to win it 
back again. Senseless? Yes; but this is true of nearly 
every frontier in Europe. 

We live in a big city. The new sections interlock 
with the ancient slums and ghettos of narrow, crooked 


by 
MORGAN FARRELL 


streets and decaying houses dating back to the Middle 
Ages. They are very picturesque but very, very filthy. 

Or we live in the country. Here are no rolling 
prairies or pine woods stretching unbroken throughout 
an all-day train journey. No, indeed. Every square- 
foot of the soil is closely cultivated; every tree is num- 
bered and recorded in the forestry books. Not a stick 
of wood, not a twig lies on the ground. Nothing is 
wasted, not even the offal. 

Where are the cais, radios, electric refrigerators? 
Where, indeed? Only important people have steam- 
heat or electric light or bath rooms in their houses. 
In all Europe there are 6,600,000 motor vehicles, 
which is one-fourth our American registration. The 
main roads are good, but there is nothing remotely 
approaching our system of three and four-lane con- 
crete highways. 

Every time we cross a border, we are in a strange 
land of another language and other customs. So we 
must undergo a customs examination and pay duty. 
This happens as often as crossing a state line, on a 
trip from Chicago to Boston. 

One thing that impresses us particularly is that we 
are never alone. There are always people about. Well 
there may be, for, while the United States with all its 
cities, has 41 inhabitants per mile, Europe, including 
the vast uninhabited areas of Russia, has 127. Italy 
has 350 per square mile—which is the world’s record. 

Wages are not so good. The average weekly earn- 
ings of a family of five on the Merseyside, England, 
are $14 out of which they pay $11.50 for the bare neces- 
sities of life. The other $2.50 manages to get itself 
spent without much trouble. In Czechoslovakia wages 
run from $180 to $600 a year for a family of four. 
In Russia the 1935 average wage represents roughly 
$90 to $114 per year. While American steel mill 
workers average 65 cents an hour, Europeans in the 
same industry range from 17 cents in Belgium to 29 
cents in Sweden. In both countries labor is paid more 
than in other parts of Europe. 

Of course, living costs are lower in Europe, but not 
as much as one would expect. A modern tenement 
apartment of four rooms and bath rents for $15 a 
month in London, $16 in Nancy and $25 in Rome 

[TURN TO PAGE 4], PLEASE] 
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GET TOGETHER ON WHITE SEASON DATES 


WHETHER or no sales agreements among merchants 
are possible in variable Springtime, there can be no 
doubt about the necessity for some sort of a control 
plan on the dating of the white season clearances. We 
have, from time to time, put the emphasis on the 
necessity for the retail shoe industry to clean up its 
sales practices before laws would be enacted under 
the policing of the Federal Trade Commission. 

Well, there is such a law now before the Senate 
Committee on Interstate Commerce — the Wheeler- 
Rayburn Bill. Under the language suggested by the 
bill, the authority over advertising would be limited 
only by the sky. In the long run, arbitrary censor- 
ship leads to autocratic powers and injures rather 
than helps the flow of goods to the public. The shoe 
business has been very fortunate in having kept away 
from fraudulent copy, but it is very susceptible to 
exaggeration of values, superlative claims and _ the 
vicious competition of clearances in the height of the 
season. 

Last Fall we had considerable success in promoting 
the idea of normal, natural selling seasons in the be- 
lief that the consuming public is better served and 
friendly competition is made on the merit of the goods 

-rather than the extravagance of the language used. 
So far this Springtime, the meetings of merchants to 
consider sales control that have been held have been 
thrown into some confusion by the fact that unseason- 
able weather, and the possibility of more of it, makes 
it exceedingly difficult to set a uniform date for the 
clearance of dark shoes. 

But almost universally the belief has been expressed 
that something might be done cooperatively and inter- 
dependently on the subject of white footwear. 

Certainly any merchant in his right senses knows 
that white shoes are salable at regular prices, and 
regular stocks, and regular service up to the Fourth 
of July. It doesn’t take much of common sense to 
come to such an agreement in a community. Several 
groups of merchants have said that July 15 should be 
the national day for the clearance of whites, and 
some have the courage to say that no whites should 
be cleared before Saturday, August 1. But a reason- 
able approach to progress is all that. can be expected 
this year. There are other years to come when the 
goods and their sales can be continued right into 
the natural, normal selling season. This year there is 
no logical excuse other than vicious competitive prac- 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


tice to hold clearances on white footwear in the 
month of June. Can we agree nationally to hold off 
clearance sales on whites until after the Fourth of 
July? James H. Horton, Chief Examiner of the Fed- 
eral Trade Commission, made this significant state- 
ment: 

“It is my matured opinion that the solution of our complex 
economic problems . . . depends in no small measure upon the 


adoption and development of the principles of autonomous con- 
trol in industry.” 


The potentialities of that statement are many, for 
there is much in the field of retailing that needs the 
cooperative attention of all retailers in the field. It 
is not a safe thing to give any bureaucracy unlimited 
powers. No government agency has the time, the in- 
formation nor the knowledge of problems to justify 
being set up as a censorship department for the pro- 
tection of morals. Isn’t it possible for a group of busi- 
ness men to evolve plans of self-regulation on the 
basis of gentlemen’s agreements rather than to ask 
for the policing power of the Federal Trade Commis- 
sion? That institution does a very good job on the 
correction of fraudulent practices and definitions, but 
it should not be asked to enter every little hair-splitting 
contest developed by enthusiastic and bragging ad- 
vertisers. 

We need now a common appreciation of the values 
to the public and to business that comes through honest, 
purposeful and self-controlled retailing practices. 
There should be a unanimity of action on the white 
shoe clearance dates. Comparative prices, as such, do 
not have the pulling power that they possessed several 
years ago. The public discounts the values published 
for it has discovered that in the long run the goods 
are worth what is paid for them—no more and prob- 
ably less if fashion values are considered. 

The best promotions of the year have been those 
that have emphasized the timely use of the goods linked 
up with fashions and season. The desire of the public 
is increased when a number of stores promote the same 
sort of goods at the same time at regular prices. Then 
the public gets the urge to buy—not in the hopes of 
a bargain, but because of the desire and delight of 
possession early in the fashion season. 
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| iaetahain wants to get the greatest 


value they ean for their money when 


they buy shoes. 






That means they want the shoe that lasts 
the longest. 







And everyone knows that a shoe is as long- 
wearing as its sole. 







Now, put two and two together — and the 
answer is Goodyear Wingfoot Soles! Fea- 
ture them on your shoes — point them out 
to your customers—and watch these tough, 
easy-walking, sure-footed, waterproof soles 
make the sales, for no sole ever made can 
out-wear them. 
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THE surgeon, in the general scheme of things, might 
be compared to the wrecking crew of an automobile. 
It seems that in the evolution of the defective foot, the 
surgeon comes into the picture at the tail end, when 
that foot is beyond repair by conservative or palliative 
methods. That, unfortunately, is the actual state of 
affairs because of the fact that many people abhor 
surgery and postpone it until the very end, when no 
other methods any longer suffice. 

Stephen J. Brouwer called my attention to this state 
of affairs—the general abhorrence of the public. for 
corrective surgery of the foot—and he thought perhaps 
a little enlightenment on this subject might tend to 
break down the natural resistance that exists in the 
public mind against the performance of corrective 
surgery on the foot. 

Surgery of the foot has kept pace with other surgi- 
cal advances so that today it offers a quick, safe and 
relatively painless means of eradicating practically all 
of the structural defects of this part of the body. 

Only those who have examined large numbers of 
human feet realize the high percentage of defection 
which they possess. According to the accuracy and 
thoroughness with which these studies have been made, 
one finds from fifty to one hundred per cent of adult 
feet defective. Among these, the great proportion of 
those who suffer actual disability of one kind or 
another, of greater or lesser degree, is positively 


astounding. 

There can be no doubt but that the foot is 
the most abused part of the human body. The 
utter lack of knowledge among the laity with re- 
gard to its needs and care and the cruel abuses 
to which it is subjected, particularly by women, 
is beyond comprehension. 


When the 
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Troubled 


This state persists despite rather sporadic efforts, 
on the part of some physicians and shoe men, to create 
a foot-conscious public. By “foot-conscious” I mean 
conscious of the rights of the feet, not of the agonizing 
pains that issue from them after they have succumbed 
in one way or another to the cumulative iniquities to 
which they have been subjected. 

But if we cannot prevent defects through prophylac- 
tic knowledge and consideration, we must cure the con- 
sequences of ignorance and neglect through the means 
at our disposal. 

Whereas it is well known that a correct shoe, 
a plaster, a pad, an arch support or brace will 
often solve the problem of the ailing foot, many 
defects do not respond to these means alone and 
demand a more direct and effective measure— 
that of surgery. It is this class of defects to which 
I wish to refer and describe the manner in which 
surgery provides relief. 

Perhaps the most notorious and probably one of the 
most common defects of the foot which all of us know 
about to some extent is the so-called bunion. There are 
all kinds of conservative methods of treating bunions, 
but it is a fact that when a bunion becomes well ad- 
vanced, practically no method is consistently success- 
ful except surgery and I might add that even surgery 
may not always be entirely successful. 

What is a bunion? ‘ 

The layman and even some shoe men have a 
peculiar concept of what a bunion actually is. A 
bunion is a prominence over the inner margin 
of the foot at the great toe joint, and for that mat- 
ter it may also be at the small toe joint at the base 
of the toe. When it is at the small toe joint, it is 
called a Taylor bunion, and consists, as I have 
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SURGEON 


There is a Point beyond which the Shoe Man 


Cannot Serve 


said, of a prominence at either the inner or the 
lateral outer margin of the foot at the base of 
the great or the little toes. 

This prominence of the foot is caused by a defection 
of the great toe toward the outer side of the foot which 
brings the joint into prominence because of the angle 
that is formed at that site. As this angular prominence 
becomes exposed to irritation through friction, a small 
sac known as a bursa becomes irritated and inflamed 
and swells, and that increases the prominence in this 
region. 

As this swelling increases, irritation takes place over 
the skin and we get inflammation and callous forma- 
tion—thickening of the skin. A vicious circle is created. 

The larger the bunion, the greater the irritation, the 
faster the deformity grows. 

Now what causes this bunion? 

Some people are born with feet that spread like an 
anthropoid ape. The metatarsal bones in the instep 
of the foot spread out like a splay foot. That causes 
this first metatarsal bone to take a so-called varus 
direction and when that foot is put into a shoe with 
either a straight line or a deflected line, the great toe 
must pull away from the direction taken by the base 
of the toe, the metatarsal bone. That, of necessity, 
produces an angulation there and we have the hegin- 
ning of a deformity. 

A shoe can be ever so correct, it can have an ab- 
solutely straight inner line and to all intents and pur- 
poses, from a general analysis of the shoe, you would 
say that it is a perfect or practically perfect shoe. How- 
ever, when we put this type of foot into that shoe, the 





by 
Dit. CHESTER C. SCHNEIDER, 
Orthopedic Surgeon 
Milwaukee, Wisc. 


shoe is no longer perfect for that foot and deformity 
will occur. 

So, then, we have the structural deviation or deflec- 
tion of the toe from the straight line. We have the in- 
ward deflection of the metatarsal bone. We have the 
thickening of the head of the first metatarsal bone. 
We have an inflamed sac over that great toe joint and 
we have the callous on the skin. All of those things 
lead to the painful condition known as a bunion. 

How does the surgeon attempt to attack that 
problem? 

He attacks it like a carpenter would attack a strue- 
tura! defect or like a mechanic would attack any struc- 
tural defect. If the metatarsal bone is drawn over to 
the side, he attacks that bone at the base and pulls the 
metatarsal bone in the straight line, where it belongs. 
If that is not true, but if the toe has been drawn over 
in this manner from persistent faulty shoes, etc., he 
draws that over to where it belongs by virtue of plastic 
surgery on the capsule or ligaments that bind the 
joints. 

If the head of the bone has become enlarged and 
will be persistently active in creating friction on the 
inside of the shoe, he removes the prominence of that 
metatarsal head and thus eliminates that protruding 
mass of bone. Incidentally, he removes or excises the 
sac, the inflamed sac underneath the skin, and when the 
callous over the bunion is so dense and thick and pain- 
ful, he even excises that. 

Often we find conditions known as_ unbalanced 
muscles or what we call technically “muscle im- 
balance,” that are perpetuating the deformity that 
exists and even though the architecture, the bony seg- 
ments of the foot are corrected, it is necessary to bal- 

[TURN TO PAGE 33, PLEASE] 


NATIONAL FOOT HEALTH WEEK 
APRIL 13-18, 1936 
A week of special foot service and foot 
health counsel in every shoe store, every- 
where. 
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SUNKEN 
HEEL SEAT 


RIGHT AND LEFT 
PERFECT POSTURE 
HEELS 









STEEL SHANK 
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COUNTER 


Made 


TRADE MARK REGISTERED 








. Rubber cushion for metatarsal sup- 
port. 

2. Right and left, long inside counters 

for true balance. 


3. Resilient steel shank support for 
longitudinal arch. 


. Right and left wedged heels for per- 
fect posture and tread. 
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. Heel conforming to relieve strain 
on oscalsis bone. 
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There is something more than beautiful finish, deep color penetration, and rugged strength that 
makes Evans Kid such a fine leather for comfort shoes like these of E. E. Taylor. And that “sonie- 
thing more” is softness. There’s an easy way of proving for yourself how soft Evans Kid really is. 
Take a skin and crumple it in your hand as you would a handkerchief. Feel how pliable it is, how 
easily it wads, and, when you suddenly release it, how quickly it springs out again. It approaches 
the softness and resiliency of a silk. handkerchief! Imagine how comfortable a pair of shoes made 
with this leather would be. There’s another point. Evans Kid 
breathes better than other leathers. That, too, is an important 


factor in shoes of every type. John R. Evans & Company, 


Camden, New Jersey. 
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JAY O. BALL 


A BILL introduced by Representa- 
tive Biermann providing for the label- 
ing, marking and tagging of all boots 
and shoes, reads in part as follows: 

“That it shall be unlawful for any 
person to misrepresent in manufactur- 
ing. selling, trading, or exchanging 
within any State or Territory or the 
District of Columbia any boot or shoe 
the components of which, in whole or 
in part, are of leather, rubber, textiles, 
paper, cardboard, or any other substi- 
tute for leather which is misbranding 
within the meaning of this Act. It shall 
be unlawful for any person to intro- 
duce into any State or Territory or the 
District of Columbia, and from any 
other State or Territory or the District 
of Columbia, vr from any foreign coun- 
try for the purpose of sale any boot or 
shoe, which is misbranding within the 
meaning of this Act; and any person 
who shall violate the provisions of this 
section shall he guilty of a misde- 
meanor, and, for the first offense shall, 
upon conviction thereof, be fined not 
to exceed $2,000, or shall be sentenced 
to one year’s imprisonment, or both 
such fine and imprisonment in the dis- 
cretion of the court; and for each sub- 
sequent conviction thereof shall be 
fined not to exceed $5,000, or sentenced 
to one year’s imprisonment, or both 
such fine and imprisonment, in the dis- 
cretion of the court. 

“Sec. 2. That the Secretary of Agri- 
culture shall make uniform rules and 
regulations for carrying out the pro- 
visions of this Act, including the desig- 
nation of the form of label, tag. or 
other mark to be attached to boots and 
shoes to show materials used in the 
components thereof; and the collection 
and examination of specimens of boots 
and shoes which are manufactured or 
offered for sale in the States or Terri- 
tories of the United States, or the Dis- 
trict of Columbia, or in which shall be 
offered for sale in any other State than 
that in which they shall have been, re- 
spectively, manufactured or produced, 
or which shall be received from any 
foreign country or intended for ship- 
ment to any foreign country.” 
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PROTESTS SHOE LABELING BILL 


J. O. Ball of National Boot and Shoe Manufac- 


turers Association Objects to the Biermann Bill 


eB AY O. BALL, executive vice-president of the National Boot and 
Shoe Manufacturers Association, presented the objections of that 
organization to the Biermann bill, which provides for the labeling, 
marking and tagging of boots and shoes, at a hearing held by the Com- 
mittee on Interstate and Foreign Commerce of the House of Repre- 
sentatives on Thursday of last week. Mr. Ball read a statement elab- 
orating on eight principal points in opposition to the measure. 

“In reference to H. R. Bill No. 5735, introduced by Mr. Biermann, 
we first respectfully submit for your consideration that other materials 
than leather are not always substitutes,” said Mr. Ball. 

“It will be observed that in the bill reference is made to rubber, 
textiles, paper, cardboard, or any other ‘substitute’ for leather. Aside 
from the strictly legal meaning of the word ‘substitute,’ the members 
of the committee are well aware that a definite concept of inferiority 
is associated in the public mind with the word ‘substitute.’ 

“There are, however, many materials used in the manufacture of 
shoes that provide definite advantages over leather... . ” 

In his second point, Mr. Ball emphasized the fact that hides and 
skins from which leather is made are natural products, that quality of 
leather varies because of differences in the types of animals and the 
animals themselves; many qualities of leather may even come from 
the hide of the same animal. 

He pointed out that labeling of materials used as component parts 
of shoes might in many cases prove misleading, and that such labeling 
could even be used by unscrupulous individuals for the purpose of 
misleading consumers, without violating any of the provisions of 
the bill as proposed. 

In his fourth point, Mr. Ball stressed the fact that materials alone 
do not constitute the true basis for determining the quality of shoes. 
“There are as many as two hundred operations in the manufacture of 
shoes,” he declared. “These operations can be performed in an in- 
expert or unskilled manner, so that shoes made of good materials, but 
with poor workmanship, would not give as good service as shoes made 
of poorer quality materials with a better grade of workmanship.” 

The fact that some manufacturers make many lines of shoes, with 
different styles and materials even in the same lines, would make the 
labeling of shoes as to materials an extremely costly and complicated 
undertaking, Mr. Ball indicated. There would be constant danger of 
errors and charges of misbranding. 

Another point in Mr. Ball’s argument was his contention that con- 
sumers with limited purchasing power must have shoes that will 
render satisfactory service at prices within their reach. He showed 
further that if the Biermann bill became a law, the problems of re- 
tailers would be greatly increased in their efforts to explain the labels 
and the comparative merits of different materials. In his final point 
he contended that there are phases of manufacture and service of 
shoes that do not lend themselves to theoretical conclusions as to 
labeling, evolved by suppliers of raw materials, consumers’ organiza- 
tions and others not acquainted with the technical elements involved. 
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@ Tue full-page advertisement reproduced here 
appears in The Saturday Evening Post, 
April 4. 

Douglas advertising this Spring appears in 
both The Saturday Evening Post and 
Esquire, as well as newspapers in almost 100 
important cities. This is one of the reasons why 

leading department stores and retailers tell us 

that “They are the easiest line we ever sold 
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and sales resistance is practically nothing.” 
Plenty of other reasons, too, why leading de- 
partment stores have selected Douglas for turn- 
over. Smart styles, All-Leather Construction, 
popular prices, 60 years of building prestige 
and reputation for quality. 

There may be an exclusive franchise in your 
district. Write to W. L. Douglas Shoe Co., 
Brockton, Mass. 
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Reversed Calf with Crepe 
Soles Popular 


A marked acceptance of reversed calf crepe soled 
shoes for men is noted in the Innes Shoe Co. men’s 
department, according to F. L. Haley, department 
manager. While these shoes have been selling well 
for several years, a marked increase in their sales is 
being experienced in this well-known Los Angeles shoe 
store this Spring. 





For country wear, and also as a comfortable business outfit, Ran- 
dolph Scot, screen actor currently featured in RKO-Radio Pictures 
production "She," likes this ensemble. It consists of single-breasted 


golden brown, hand-loomed Shetland suits, with patch pockets; | 


brown snap brim hat, white oxford shirt with button-down collar, 
tie with regimental stripes in black, red and yellow, and brown 
buckskin shoes with crepe sole. 


What was considered good business last year on 
shoes of this type is only reckoned as fair at this time. 
All indications point to a remarkable season on these 
shoes, due to the several new and popular colors intro- 
duced in the line-up. 

For early selling, light gray is showing the most 
action. This is on account of the great number of gray 
suitings being worn. 
very strong. Browns are just fair. 


All whites, even this early, are 
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| R 1609 Black Patent Leather... 
R 1613 White Kid .. 
R 1621 White Doeskin 
R 4351 Blue Gondolier Cloth. 
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R 1619 White Kid 2.10 
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SHU-SNO is a neutral white shoe cleaner, 


free from alkali, developed especially to protect 
white upper leather. Shu-Sno removes dirt with- 
out affecting the leather in any way. Shu-Sno 
comes in a compact with a sponge. Two sizes: 
10c and 25c Retailers—100% mark-up for you. 


e 
SHU-SNO 
, Pe St & 


“DO OUR CUSTOMERS REALLY 
USE SUCH STUFF ON OUR SHOES?” 


PRODUCTS CO. 
H O H iI 


eo FF FF .,. 








BOOT AND SHOE RECORDER, March 14, 1936 


SHOE manufacturer and two of his dealers recently came 

to our laboratory to consult us about white shoe cleaners. 
(More and more manufacturers and dealers are consulting us.) 
We examined the samples they brought and demonstrated the 
effects on leather—The result was a surprise that “Such Stuff” 
was being used by the public on white shoes. 


Since 1932, we have been investigating white shoe cleaners from 
the shoe manufacturers’ and shoe dealers’ standpoint. Three 
articles describing this outstanding research were published by 
Hide & Leather. Reprints are available free upon request. 


SHU-SNO White Shoe Cleaner 


was developed, as the result, by an experienced leather and shoe 
factory chemist, to promote and protect the interests of shoe 
manufacturer and dealer. For this reason, SHU-SNO is the 
best, safest, most modern and most efficient cleaner to recom- 
mend. 








r 
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SHU-SNO PRODUCTS CO., Portsmouth, Ohio. 


O 


use this coupon please 


(J Full details regarding your special free goods offer. 


Gentlemen: We are interested in what you have to say about C) Reprints of the articles describing the results of your 
white shoe cleaner problem. You may send us: 


laboratory research on white shoe cleaners. 
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NEEDS A SURGEON 


ance the muscles at this joint. The 
surgeon introduces a new muscle bal- 
ance in that region, so that as this 
patient continues to go through life, 
the deforming, elastic pull of defec- 
tive muscle action is corrected. 

Even after a foot has been restored 
to normal with any type of surgery 
that is known, that foot can again be 
deformed if the deforming influences 
that originally produced that deform- 
ity are again allowed to operate upon 
that foot, so that even though surgery 
can accomplish a cure of this hideous, 
disabling condition known as a bunion, 
it cannct guarantee a cure unless it 
can at the same time instill good sense 
into the mind of the owner of that foot. 


[CONTINUED FROM PAGE 25] 


A practical question has frequently 
arisen when we have presented dis- 
cussions of this type as to how long 
a bunion operation should disable a 
person from work. I will state that, 
depending on the nature of the opera- 
tion, the disability will run from two 
weeks to two or three months. The 
average bunion operation should not 
produce disability in excess of one 
month. The period of hospitalization 
runs from seven to fourteen days. 

Another common condition which we 
hear so much about is the corn. People 
have come to think that one inherits a 
corn and after it is once inherited, he 
has to go through his life with it. Of 


course, that is an erroneous concept. 





Shoes Selected for Contest Winner 





Los Angeles, Calif—Miss Edna May Jones, Hollywood contest winner for the most perfect 
back and shoulders in the movies, with the collection of shoes selected for her by J. H. 
Ferguson, shoe buyer in the May Company Store in Los Angeles. 

From left to right the shoes represent for Town and Country wear, a white buck, British Tan 
calf trim; for Sport, gray suede with patent trim; Suit Sandal, patent leather with white 
stitching; for soft silk dresses, gabardine and patent combination; Afternoon wear, another 
treatment of gabardine and patent; for the dinner suit, a four eyelet patent leather tie, and 


for evening wear a gold or silver closed toe sandal. 





A corn is the logical result of inter- 
mittent friction and if we can elimi- 
nate intermittent friction from the skin 
of the foot, we can eliminate the corn. 

The difficulty with conservative treat- 
ment of the corn is that it doesn’t com- 
prehend the underlying cause and 
although you can remove and eradi- 
cate the thick callous that forms over 
a joint of the toe which we call a corn, 
if you do not eradicate the underlying 
cause, the corn reappears just as 
though one would remove the top of 
a weed and allow the roots to remain; 
that weed will grow back as fast as 
nature will enable it to do so. 

A corn can be permanently removed 
and cured if you will remove and eradi- 
cate its cause. Removal consists of the 
complete evaluation of the causes and 
their eradication. 

A corn is usually caused where a 
toe joint has been bent for a long time 
due to cramping that foot into a shoe 
too narrow, too pointed or too short or 
some other “too”. If prolonged main- 
tenance of faulty posture produces an 
accepted deformed position on the part 
of that toe, merely cutting out the corn 
or paring it out will not cure it. We 
must correct the deformity. If the 
corn exists at what we call the proxi- 
mal joint of the toe, we have to 
straighten out the toe and maintain it 
straight for the rest of its life if we 
want to permanently relieve that foot 
or that toe of a corn. 

How does the surgeon do it? 

We don’t need the joints of the toes. 
In fact, most people don’t use them at 
all, because they are cramped into the 
toe of a shoe and they have no func- 
tion whatsoever. So that the surgeon 
sacrifices that joint. He cuts out the 
joint, sets the toe straight; he allows 
that bone to heal, he allows nature to 
heal across those two bones and we 
have then, a stiff, short toe, with all 
the motion at the main joint or ball of 
the foot that the patient needs. 

But that toe can no longer become 
deformed and consequently, having cut 
out the corn, permanently straightened 
the toe, the corn will no longer recur 
if the proper shoe is worn. 

You have heard a lot about soft 
corns. There is a sort of mystery at- 
tached to soft corns. People wonder 
why some should be hard and some 
soft—because they are all plenty hard 
to bear. It isn’t a soft proposition— 
going through life with a soft corn. 

A soft corn is merely a hard corn 
that is macerated or soaked for a long 
time between the toes where the skin 
gets no air and the moisture has no 
opportunity to evaporate—and most 
of the soft corns are caused by the 
base of one of these phalanges that 


[TURN TO PAGE 34, PLEASE] 
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Men’s Store at Texas Centennial 








Men’s shoes will be featured at the 
Texas Centennial Exposition, opening 
June 6, in the exposition store building 
of Dreyfuss and Son, Dallas, Tex. 
They have exclusive clothing store rights 
for the celebration, and are erecting the 
building shown above. According to 
Don Baxter, advertising manager, ad- 
vertisements on best qualities of men’s 
shoes will be run in newspapers to 
promote the merchandise to be sold 
at the Exposition. 








Especially modern shoe displays in 
keeping with the dynamic character of 
the building itself will be continuously 
arranged by E. W. Nunan, display man- 
ager, both as complete units in them- 
selves, and, also, in ensemble with men’s 
clothing and other accessories. White 
shoes will be featured at the offset. 

Ed Kelton is buyer for merchandise 
for the Centennial store as well as for 
the downtown store. 





When the Troubled Foot 
Needs a Surgeon 


[CONTINUED FROM PAGE 33] 


produces friction against its neighbor 
and it crushes that skin between two 
bony surfaces. Whenever the patient 
walks, there is friction created and 
the longer that friction persists, the 
thicker the corn gets, the more pain- 
ful it gets and sometimes we see veri- 
table spurs or horns of bone grow on 
the base of these so-called phalanges. 

You can cut out a soft corn like 
that repeatedly, month in and month 
out, and it will continue to grow back 
to pester you forever, unless you re- 
move the cause, and that cause is a 
prominent spur or enlargement or ex- 
cessive prominence of the base of one 
of the phalangeal bones, usually the 
fourth one (the phalanx of the fourth 
toe) against the little toe. 

So that the cure of a corn is not 
only its excision, but the examination 
of the causes and their complete re- 
moval. 

Often, of course, the wearing of a 
larger, wider, more roomy shoe will 
eliminate the friction that is created 
by pressure, but just as often even 
the wearing of a wide shoe does not 
solve the problem and if the person 
desires to be permanently relieved of 
this disabling condition, the correction 





of the prominent bony mass is neces- 
sary. 

In connection with the corn, I have 
discussed the hammer toe, and there 
are many hammer toes that don’t have 
a corn that are disabling in their own 
right without the assistance of a corn, 
and they are likewise corrected in the 
manner in which I have already men- 
tioned. 

The time for an operation of that 
kind is several weeks, because we have 
to split the toe long enough for nature 
to fuse together the bones from which 
the joint has been taken. 

There is a very common condition 
which, I think, the layman calls a cone 
on the bottom of the metatarsal arch 
of the foot, under the ball of the foot. 
It is very common in women. It is a 
small circumscribed dense mass of 
cornified or horny tissue called a 
plantar wart or a cone or even just a 
callosity or callous. Most of those 
cones are really a pathological con- 
dition; in other words, a tumor forma- 
tion known in the layman’s words as a 
wart. 

A wart on the skin of the hand will 
grow up like a cauliflower. A wart 
under the ball of the foot will grow 
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in, because it is forced in by constant 
pressure and that is the reason that 
some difficulty is encountered in mak- 
ing the diagnosis, because although it 
carries the same name as the wart on 
the hand or face it doesn’t resemble it 
because it has grown up into the flesh 
instead of out upon it. 

It is an easy matter to diagnose a 
wart by taking a razor and cutting 
right across the top of it. One will 
see little spots like we see in Christmas 
candy (the round, circular Christmas 
candy that has the little spots in the 
center) and that is just the way a wart 
looks when you cut across the top. 

When you have once made the diag- 
nosis of a wart, you can make up your 
mind that you are dealing with a 
rather formidable foe because this wart 
is caused by a microbe. The microbe 
is so small that it can’t be seen under 
the microscope, so we don’t even know 
it is a microbe; we call it a filterable 
virus. We can transmit it and make it 
do anything that any other microbe 
can do, but we have never seen it. 

You have to deal with a wart like 
you would deal with any type of can- 
cer. You have to cut it out, unless you 
burn it out or eradicate it in some 
other way. I do not take issue with 
those who are successful in burning 
out a wart with any type of caustic, 
because fortunately a wart will not 
go through the blood stream like a 
cancer, even though it has tremendous 
powers of recurring and regrowing 
at the site where it once plants itself. 

But I have found the easiest and 
simplest way to remove a wart is to 
cut it out. Assuming that it is a wart 
on the bottom of the foot, by a simple 
elliptical excision I can go around it, 
cut down deep below it; I can draw 
the skin edges together and with a 
couple of stitches sew it up and my 
patient is completely relieved of this 
pathological condition on the bottom of 
the foot and he doesn’t have to come 
back for fifteen or twenty treatments, 
as is often necessary when one uses 
the conservative type of treatment. 

A patient ought to be entitled to 
make the choice if he can get rid of 
a disease with one fell swoop by use 
of the knife in contrast with having 
many treatments which require a great 
deal of time. He should have the op- 
portunity to elect what course he is 
to take—whether he wants the quick 
and expeditious course or whether he 
wants to take the conservative type 
of treatment. 

There is a condition known as a 
prominent junction between the waist 
of the foot and the ball of the foot. 
Technically, we call it the metatarsal 
cuneiform junction. It is unusually 
large in some people and irritation 
occurs at that prominence just like it 
does over a bunion or a hammer toe. 
That prominence can be removed sur- 
gically with a chisel and a mallet and 
within two weeks’ time the patient 
can have an absolutely normal foot. 

Those people who suffer endlessly 


[TURN To PAGE 39, PLEASE] 































\ 


a 
A 
— 3 
EB 
=e 
A 
2 
— 
EE 
Bz 





EB 
a 
= 
A 
SE 
A 
= 
2 
Za 
Z 
S 
24 
a 
A 
Be 
= 
= 
A 
Za 
Za 
= 
= 
A 
EB 
2 
2 
ze 
Ba 
Ss 


LSA 


BOOT AND SHOE RECORDER, March 


14, 1936 


— 


oH 


AAA 
an 
—_ 

AN 
a 


SET A NEW PACE IN SHOE 


MERCHANDISING 


In four short months Free Step Shoes with their New Foot Freedom for 
the American Woman have stepped into the national picture and set a 
new and smarter pace in shoe merchandising. The reason is found in 
revolutionary construction features that are exclusive, visible and easily 





explained. Actually, Free Steps mark a new high in shoe salability, so 


naturally the swing is to Free Steps. Hundreds of merchants already have 
recognized the real money-making possibilities in them 
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Free Steps are sold to one retailer in a community. Write, wire or ‘phone and we will gladly have Mr. S 
Ss A I N 





MODELE FAYETTE GAIL NORTON COLEEN 
MODELE ie Lise~ ee Bis 206. host, Ps nay B NORTON No. 1314—White Kid, 216 Last, Blvd. Heel 
0. ——Biue 1d, ast, uban ee ios 
IN STOCK No. 2322—Black Kid, 216 Last, Cuban Heel IN STOCK Sizes: AAAA to B—3¥% to 10.............4.. $3.85 
No. 4322—Brown Kid, 216 Last, Cuban Heel 
Sizes: AAAAA to C—4 to 10.......0-eeeeeee 3.85 COLEEN No. 1321—White Kid, 216 Last, Cuban Heel 
FAYETTE No: 1323—White Kid, 216 Last, Blvd. Heel instock No. 3321—Blue Kid, 216 Last, Cuban Heel 
a. Kid ead —_ ey No. 2321—Black Kid, 216 Last, Cuban Heel 
IN STOCK o. 2323—Blac i ast, vi ee = : 
No. 4323—Brown Kid, 216 tan Blvd. Heel No. 4321—Brown Kid, 216 Last, Cuban Heel 
Sizes: AAAA to B—3% to 9.......... ee eee 85 Sizes: AAAAA to B—3% to 10........+++++- $3.85 
No. 1325—White Kid, 312 Last, Cuban Heel ; ao 
GAIL Sizes AAAA a B34 to 10....... - seat eens 3.85 TERMS 5% 30 days. 15c per pair additional on allorders for 
IN STOCK less than 4 pairs assorted. 
Free Step Features 1. Flexible Instep: no cutting or binding at the throat. 2. Flexible Bak-Eze: no bind- 
ing at heel. 3. Metatarsal Support: scientifically placed. 4. Longitudinal Arch Support: holds foot in 
proper position. 5. Cushioned Heel Seat: absorbs shock. 6. Free Step Lasts: with ‘“Form-fit backs.” 
7. Cush-Vac Non-slip: prevents slipping at heel. 
B. Morse or Mr. Larry Minor call 
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From Foreman to President 





NEWARK, N. J.—At a recent meetin 
men's shoe manufacturers, of Newark, Joh 


of the Board of Directors of Johnston & Murphy, 
n W. Slattery was elected president and Albert C. 


Gibbins was chosen vice-president and treasurer. Mr. Slattery succeeds George D. Gleason, 


who was made chairman of the board. 


Mr. Slattery has been associated with Johnston & Murphy for over thirty years, starting as 


foreman, then becoming superintendent, then vice-president and now president. 


His many 


years of contact with the shoe trade throughout the country have made him familiar with 
both manufacturing and retailing. He is in close contact at all times with the merchandising 
and selling of J & M shoes, in his capacity of general sales manager. 

Mr. Gibbins, who has been with the firm more than forty years, has always been connected 


with the financial side of the business. 


All the executives of Johnston & Murphy for many years have been chosen from within 
the organization, and it is so planned that a continuity of the personnel assures permanency 
of well established policies which have proven so successful for more than eighty years. 





Hollywood's Newest Shoe Store 


HoLLywoop, CAL.—Lester Baymer is 
opening his new shoe store at 6683 
Hollywood Boulevard about the middle 
of March. This store will be called 
the Hollywood Bootery. High- style 
hand turned short vamp smart shoes, 
retailing from $9 to $15, will comprise 
the main stock. Complementing this 
line will be some new ideas in clever 
sport shoes, the starting price of which 
will be around $6. Mr. Baymer knows 
his community and type of trade very 
well, particularly the theatrical group, 
having spent the past 10 years right on 
the boulevard selling shoes or managing 
stores which featured this identical 
type of footwear. 





Holds Water Sale 


WENATCHEE, WASH.—Eighteen hun- 
dred dollars worth of shoes got wet 
in Wenatchee’s Golden Rule Store re- 
cently, when zero weather burst the 
water pipes in the building. The shoe 
department was completely flooded 
when the pipes above cracked and shot 
forth streams of cold water. 

The Golden Rule held a big water 
sale of its large stock, grouping the 
$1,800 worth of wet footwear into four 
lots of better merchandising and quick 
movement from the shelves—for which 
thousands of new pairs of shoes have 
been ordered. 








Lots of shoes were composed of as- 
sortments of various degrees of water 
damage, in the big Water Special which 
was staged late this February, and 
which was a bargain carnival for the 
whole family viewing the selections. 

The four groupings at the shoe de- 
partment of the Golden Rule Store 
consisted of lot number one, made up 
of shoes that were one-half off; lot 
number two, one-third off; and _ lot 
number three, of shoes only slightly 
damp, one-quarter off. Lot number 
four, which completed the groupings 
of the Water Carnival, were offered 
at a dollar a pair. 


Perugia Talks "Fits" 


New York—André Perugia is fulfill- 
ing a return engagement in America in 
promotion of his line of Padova shoes 
at Saks Fifth Avenue. Heralded in 
the newspapers as the man who makes 
shoes for the new Empress of Man- 
chukuo and the remaining queens of 
Europe, he captured a column of pub- 
licity in the press, saying: 

“No matter who makes the shoes, a 
woman has the best chance of showing 
a well-bred foot in a shoe that fits her. 
A woman may do well with her hands, 
her eyes, the intonation of her voice, 
but her use of her feet will give away 
any hidden uncertainty or pretension. 
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-“The most destructive pretension is 
the ideal which has grown up in Amer- 
ica as a result of efforts of shoe stylists 
to popularize a long, slender foot. This 
has led women whose proper size is a 
4 C or D to wear a 6 to display a 
double or triple A width. In conse- 
quence, American women in high heels 
seldom are walking on their heels and 
toes but on reinforced steel bridge- 
works too long for their feet, which 
makes them uncomfortable and robs 
them of grace. Such shoes eventually 
break up and flatten the arches. 

“In a properly designed shoe, a 
woman’s weight should be over her heel 
when she is standing. She may know 
her weight is there if she can raise her 
toe slightly from the ground without 
too much effort and spin on her heel 
without the sensation of swinging un- 
steadily like a gate or finding that her 
weight tends to force her toe down 
immediately. 

“Even before proceeding to such a 
test, a woman may know her shoe is 
wrong if the tendency to slide down 
the slope from the heel into the toe sec- 
tion bunches the flesh on top of her 
instep where it clears the shoe. In such 
a shoe, a woman is not walking on the 
ball of her foot, as she should be, but 
on her instep and its reinforced pro- 
longation into the sole of the shoe. 

“The primary condition for a beauti- 
ful shoe is correct architecture. With- 
out this no amount of ornamentation 
can produce the effect of beauty.” 

Following his engagement at Saks 
Fifth Avenue, he traveled on to open 
in Saks Fifth Avenue Store in Chicago. 





Men's Shoe Outlet Expands 


SEATTLE, WASH.—Klopfenstein’s, Inc., 
a large men’s shoe outlet and haber- 
dashery, is expanding, with lease of 
the entire ground floor space announced 
mid-February in the Walker building. 
More than 4000 feet additional space 
is being taken, with extensive remodel- 
ing of the quarters to be accomplished 
by April 1. The new store front will 
be of colored glass and show windows 
and exterior designs will harmonize 
with a color scheme, probably of black 
and green, which C. F. Klopfenstein 
will adopt. Interior decorations, light- 
ing effects and fixtures will be of latest 
design, and arranged for the modern 
merchandising of men’s footwear and 
furnishings. Entrances will be cut at 
two Second Avenue locations and a new 
store front will extend over the ex- 
panded store. 


New Tan in Spring Forefront 


SEATTLE, WASH.—Harry Perkins, at 
his exclusive Fifth Avenue shoe salon 
for women, has introduced “luggage 
tan” footwear as the newest color for 
Spring wear, and is first to present this 
novel shade for practical wear with 
most any ensemble of Milady. Fashion 
authorities have placed the glamorous 
new color well into the forefront at this 
changing season. 
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STAKE YOUR CLAIM 


To This Business 


CASH THIS GOLD is precious—so too is the 
market for shoes. You can stake a 
claim to your share of it through 
the use of a single medium — the 
Boot and Shoe Recorder. 


OVER 700 Million Dollars is the 
annual outcropping of “pay dirt” 
in shoes distributed through this 
country’s shoe stores and shoe 
departments, and Boot and Shoe 


Recorder subscribers sell 85% of it. 


pate pings ona ' "THAT is 20 Karat circulation. If 


STORES AND SHOE you are gold-minded, whether you 
ppt aba make store equipment or footwear 
SOLD BY SUBSCRIBERS OF Fk : 
BOOT Eanes or the materials that go into shoes, 
RECORDER stake your claim to this Great 


National Shoe Market. 


The Great National Shoe Weekly 
A Chilton Publication 


© 
SET A NEW SALES PACE WITH SALES SPACE IN BOOT AND SHOE RECORDER 





When writing advertisers please mention Boot and Shoe Recorder 
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A NEW SENSATION IN SHOES 








The Sparta 





In-Stock Dep't 


SHERWOOD SHOE CO., ROCHESTER, N. Y. 


The Plateau Last 
Carried In-Stock 
BY SHERWOOD 


Stock No. 221—British Tan Calfskin 
Stock No. 220—Blue Calfskin 
Stock No. 219—Black Calfskin 





The Sparta 


AAA to B 
$3.85 











When the Troubled Foot 


Needs a 


Surgeon 


[CONTINUED FROM PAGE 34] 


with this condition are entitled to know 
that they can be relieved from it with 
a relatively minor operation which 
carries practically no risk and is a 
guaranteed job. 

We have some people with a nar- 
row-waisted foot who have this adduc- 
tor tubercle or prominence at the base 
of the fifth metatarsal bone on the 
outer side of the foot that produces 
symptoms like those of a bunion, prac- 
tically. That same prominence can be 
removed easily by surgery and the dis- 
ability produced by it permanently 
eradicated. 

There are people who have a spur 
on their heel—a veritable tack built 
into the bone of the foot that presses 
into the skin and into the nerves and 
tortures them every step they take. 
That tack or spur can be removed. 

There are people who have all kinds 
of trouble with their nails—so-called 
horse nails or thickened nails that 
grow so thick they cut a hole in the 
hose within five minutes after it is 
put on. That nail can be permanently 
removed and no further trouble will 
be occasioned by its absence because 
it is not necessary to have a nail on 
the foot. Human beings no longer re- 
quire that nail to hang on to trees 


like their ancestors did, and they can 
get along very nicely without it. 

We have the ingrown toenail which 
gives the chiropodists a great deal of 
business and which causes undue suf- 
fering to endless numbers of people. 
That nail can be permanently cor- 
rected so that the recurrence of all 
these troubles can be eradicated once 
and for all by a suitable operation. 

We have some anterior arches that 
are so upside down, so inverted, they 
are like an umbrella that has been 
blown inside out and there is a fixed 
position of one of the metatarsal heads 
that drills down through the ball of 
that foot until it practically crucifies 
the owner. That enlarged and promi- 
nent metatarsal head can be removed 
by surgery through a relatively sim- 
ple operation and a grateful patient 
will be the result. 

We have all kinds of congenital de- 
formities — deformities that occur at 
birth—and other acquired deformities 
through accidents of one type or an- 
other that are likewise amenable to 
surgery of one kind or another. Sur- 


gery of the foot is a successful pro- 


cedure. 
In conclusion, I wish to state that 
the ailing foot demands and has a 


right to a correct diagnosis, and its 
owner is entitled to know the means 
of cure. The entire problem of the 
foot, including correct shoes, pallia- 
tive and curative methods, should be 
evaluated and weighed; the treatment 
should then be adapted to the indi- 
vidual circumstances of the case. 

Surgery, a boon to the structurally 
defective and disabled foot, can swiftly, 
directly, certainly and permanently 
cure. 





The Customer Says 
[CONTINUED FROM PAGE 15] 


trimmed-up_ shoes, especially older 
women? No, I don’t agree with you. 
WhenIbrought home a little tie the other 
day (it’s the one in the ‘right’ sketch) 
my aunt (she’s sixty) said, ‘My dear, 
where did you get that shoe? I’ve been 
looking for something nice and simple 
and smart like that for years!’ So 
there!” 

She’s right—the fussy shoe is on the 
skids. Your high-fashion customer 
won’t buy them. They don’t belong in 
her costume scheme of things. The less 
critical customer may keep on buying 
them because it’s the only kind she can 
find that doesn’t mean she wouldn’t 
buy simpler, smarter, more dramatic 
shoes if she could! And it’s the simpler, 
more dramatic shoe that has the new, 
fresh appeal that sells more shoes. 
Better design, right now, is better 
business. 

















“Know what I’m thinking of ?” 
“What 2” 


“Of how fast our lots of shoes 
in Surpass Brown and Blue 
Glazed hids have been moving.“ 


Sales of Surpass BROWN (and Blue) Glazed Kid have in- 


creased steadily and consistently. Customers buy Surpass 
BROWN (and Blue) Glazed Kid because of its real beauty, 


its stylishness. And they like it on account of the satisfaction 
it gives them, its firm, plump strength, its fine even grain, 


its smooth silky surface and its texture. Surpass Kid offers 
the manufacturer and the retailer one of the most depend- 


able and certain profit bringing leathers he can handle. 
Ask to be shown a pair of shoes in Surpass Brown, Surpass 


Blue, or Surpass Black Glazed Kid. Then you will understand 
for yourself why Surpass is one of the largest tanners of 


Glazed Kid in the world. 


SURPASS 


BROWN (41) 


BLUE (3) 


as well as BLACK 


% Shoe Manufacterer 


M Shoe Retailer 
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- Promote Slipper Sales 
All the While 


by 





Awake to the value of year-round publicity for their house shoe 

department, the officials at A. Harris & Co. outfitted the Mus- 

tang eleven of Southern Methodist University with slippers just 

prior to their Rose Bowl Encounter last New Year's. Papers pub- 

lished the picture and thus helped to keep slippers in the public 
eye after Christmas sales were over. 


DaLLas—Ought shoe stores to await another holiday 
season to push sales of house and boudoir slippers? 
Dallas stores, now putting on an intensive drive for 
continued house slipper business, vote no. 

“We so push boudoir slipper business every month 
of the year that we actually have a falling off of this 
business at Christmas in comparison,” said Burt East- 
man, buyer, Neiman-Marcus Co. “Around once each 
month we introduce a somewhat sensational new 
boudoir slipper to keep our customers aware that 
there is style in these slippers, just as in other foot- 
wear, and that to be behind times with their slippers 
is to ruin the smart effect of their entire boudoir ward- 
robe. 

“To emphasize this line of thinking we keep our 
boudoir slipper of the moment on parade in the up- 
stairs lingerie shops in displays with the newest lin- 
gerie, as negligees, gowns and pajamas. Too, in street 
windows we continuously push our smartest new 
boudoir slippers with the smartest new house clothes 
with which they are to be worn. Before doing our 
buying of these slippers, we consult our lingerie buyer, 
Miss Berens, and coordinate our fabrics, colors and 
styles. This makes for harmony, both in our own dis- 
playing and advertising and in the customer’s mind.” 

At A. Harris & Co., a ledge the length of the de- 
partment features newest arrivals in house slippers 
for both men and women with a separate division for 
children. W. L. Clary, buyer, has also tried a novel 
display idea at the entrance to his department—where 
throughout the year are displayed each day’s best 
house shoe buys. This display idea was a semi-circle, 
five feet high, with tiers of circular steps, each about 


two feet wide. 

















Look at Disturbed Europe 


(CONTINUED FROM PAGE 21) 


(without bath). A loaf of bread (one 
kilogram) costs 2 cents in Germany, 
10 in England, 10 in France and 17.6 
in the U. S. A. Butter is 90 cents a 
kilo (2.2 lbs.) in Germany, 62 in Eng- 
land, $1.10 in France and 64.1 in the 
U. S. A. Beef is 44 cents a kilo in 
Germany, 64.4 in England, 92.5 in 
France and 41.5 in the U. S. A. 

If the physical conditions, under 
which most Europeans live, is con- 
fining, the traditions under which they 
are brought up are even more limit- 
ing. They are taught to hate certain 
nations and to tolerate others; that 
war is sure to come and that it is their 
highest duty to take part in it; that 
the caste system is the best for all con- 
cerned; that it is laudably patriotic to 
take the territory of other races and 
exploit it and its people—and so on. 

That is they were taught this. When 
their system ,led, as all thinking people 
knew it would, to the calamity of the 
World War, it destroyed itself. Now 
there is left bewilderment, fear, chaos, 
the ripened crop of the system of 
European culture, sown by so many 
generations. 

And this is the state of affairs our 
European-minded friends tell us we 
have reached. They tell us, further- 
more, that there is no remedy but 
immediate governmental control of busi- 
ness, manufacture, agriculture, build- 
ing, banking, taking care of the idle, 
the sick and the aged. They say a 
powerfully centralized government is 
essential to our national existence. 
The idea, which the founders of the 
republic had, that each citizen wants 
to work out his own destiny and that 
he (collectively) appoints a govern- 
ment to take care only of the things 
essential to the common welfare which 
he cannot attend to—this, they say, is 
just an outmoded way of thinking. 

We submit that the picture we have 
drawn of an over-populated, war-dis- 
tracted Europe, without sufficient natu- 
ral resources to maintain itself, is true 
to life. In what particular is there a 
single, valid comparison with our own 
rich and spacious land and_ peaceful 
people? Yet, they say “we must have 
a government-controlled economy to 
save us from the same fate.” Yet it 
has not worked in Europe, why try 
it here? 


New Travel Slippers 

LYNN, Mass.—New slippers, of the 
traveling sort, have soles of saddle 
leather, colored to match the color of 
the kid of the uppers. They’re packed 
in a zipper-fastened case of leather 
of a color to match the slippers. 

They resemble the familiar Pullman 
slippers for travelers, excepting that 
the soles are of saddle leather, which 


is thicker than kid leather. 
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This Spring will see the greatest galaxy of color and styles 
in footwear ever! Certainly the doors have been opened to 
many new avenues of profit for the shoe retailer. 

At the same time it is well to remember the multitude of the 
more conservative customers,—those who like something new, 
but do not go to the extreme. 

This is where Acrobat shoes shine. Satisfactorily filling 
your needs for conservative styles,—those shoes in which steady 

~ business is obtained the year ’round,—those shoes on which 
mark downs are unnecessary at any time. 


Acrobat shoes are manufactured by the exclusive Acrobat 
process. Ten patented features which make for more flexi- 
bility, comfort and wear. 


Since 1892 we have been shipping Acrobat shoes to better 
dealers. Why not get IN WITH THE PARADE today? We 
stand ready to help you build additional permanent business 


on a most conservative investment. 


Write for salesman or for new catalog today. 
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30 Styles in Stock 
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15 Styles in Stock 


ACROBAT SHOES INC. 
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AN DAL STRAPPING, 


NEW AND IN STEP WITH 
FASHION’S STRIDE 












To Manufacturer and Retailer alike, Texoid Sandal 
Strapping presents a fine opportunity to develop additional 
appeal in Sandals. 





New and attractive designs in several color combinations 
are available. A special chemical treatment makes this 
material practically waterproof and gives it outstanding 
durability in wear. Texoid conforms easily to the shape 
of the foot. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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Shoe VWeuss 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, MARCH 14, 1936 


NATIONAL NEWS 





Shoe Labeling Bill Opposed 





Retailers and Manufacturers Raise Objections at Hearing on 


Biermann Measure, While Farm Groups Support Legislation 


WASHINGTON, D. C. — A familiar 
line-up appeared before the House In- 
terstate Commerce Committee, March 
5, at the hearings on the Biermann 
shoe labeling bill. Shoe manufactur- 
ers and retailers went on record as 
opposing passage of the bill of Rep. 
Fred Biermann of Iowa, while farm 
groups supported the measure. 

The Biermann bill provides for mark- 
ing, labeling and tagging of all boots 
and shoes to identify for the consumer 
the component parts used in their man- 
ufacture. 

The Iowa congressman declared in 
his opening talk that “Shoes can be 
made of wood, paper, cloth or of any 
other composition material which the 
manufacturer desires to use, but the 
purpose of the bill is to prevent him 
from passing off on the consumer a 
counterfeit article.” 

Irving Fox of the National Retail 
Dry Goods Association, declared: 
“Congress can’t control intrastate bus- 
iness; the bill will have more harmful 
than beneficial effects on the consum- 
ers. It will build up consumer resis- 
tance to shoes, the component parts 
of which are not labeled leather, thus 
forcing the use of inferior leather to 
the consumer’s ultimate loss.” 

Herbert J. Rich, representing the 
National Shoe Retailers Association, 
also opposed the bill, “because it is 
too broad in scope; lodges too much 
authority with the Secretary of Agri- 
culture (who enforces it and lays down 
the labeling regulations); it is not 
necessary for the protection of the 
public and would be too impractical 
and costly to both the government and 
the consumer.” 

Jay O. Ball, executive vice-president 
of the National Boot and Shoe Manu- 
facturers Association, pointed out that 
other materials than leather are not 
always “substitutes for leather.” He 
stated that the quality of leather is 
too variable to set mandatory regula- 
tions for labeling, which would be too 
confusing to the purchaser. Manufac- 
turers of rubber shoes and parts of 
shoes also voiced their protests, on the 
grounds that leather is not the only 
usable shoe material, and the bill 
would discriminate against them by 


setting false standards for the public. 

Rep. James Claiborne of St. Louis, 
Mo., also went on _ record, stating 
“there is no necessity for the bill.” 

Fred Brenckman, representing the 
National Grange, told of the fight of 
the farm groups for such legislation 
to protect the public from counterfeit 
shoes, and charged that “no legitimate 
manufacturers would be harmed. It 
will serve to protect the honest manu- 
facturers and dealers and also the 
public by setting the standards for 
shoes.” He was seconded by Hugh F. 
Hall, Washington representative of 
the American Farm Bureau Federa- 
tion, who echoed the statements of 
Brenckman. 

The probability of an early adjourn- 
ment of this session of Congress will 
tend to militate against the chances of 
the bill being considered, regardless 
of the sentiment for or against it in 
Congress. Its chances of passage are 
not considered favorable. 





Shoe Production Continues 
Upward Trend 


WASHINGTON, D. C.—Statistics on 
the production of boots, shoes and 
slippers for January, 1936, released 
by Director William L. Austin, Bu- 





DATES TO REMEMBER 


Leather Opening and Style Conference, 
Waldorf-Astoria, New York, 
Mar. 30, 31, 1936 
National Foot Health Week, 
April 13-18, 1936 
Spring Meeting Tanners’ Council, White 
Sulphur Springs, Va........ May 7, 8, 1936 
Fall Opening, Shoe Fashion Guild of 
America, Waldorf Astoria Hotel, 
May 18, 19, 20, 1936 
Boston Shoe Fair, Boston, Mass, 
June 8, 9, 10, 1936 
Ohio Shoe Retailers Association Conven- 
tion, Hotel Netherland Plaza, Cincin- 
| See June 14, 15, 16, 1936 
Wisconsin Shoe Retailers Association Con- 
vention, Park Hotel, Madison, Wis., 
June 14, 15, 1936 








reau of the Census, Department of 
Commerce, indicate an increase of 11.9 
per cent over December, 1935, and an 
increase of 9.6 per cent over January, 
1935. 

The total production of boots, shoes 
and slippers of the 926 factories re- 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


MILLIONS OF 
PAIRS 


JANUARY , 1936 














Chart shows upward trend of shoe production 
in January, 1936, as compared with 1934 
and 1935. 


porting for January, amounted to 32,- 
391,294 pairs as against the 28,948,538 
pairs produced in December, 1935, and 
29,564,292 pairs produced in January, 
1935. 

Production of men’s dress shoes 
reached a total of 6,721,004 pairs in 
January, 1936, an increase of 905,108 
pairs from December, 1935, and 1,108,- 
786 pairs from January, 1935. Men’s 
work shoes totaled 2,407,952 pairs in 
January, 1936, showing a decrease of 
216,315 pairs from December, 1935, 
but ‘an increase of 307,927 pairs over 
January, 1935. 

Women’s shoe production totaled 
13,323,379 pairs in January, 1936, an 
increase of 3,528,922 pairs from De- 
cember, 1935, and 976,902 pairs from 
January, 1935. 

Boys’ and youths’ shoes, with a Jan- 
uary, 1936, production total of 1,267,- 
378 pairs, decreased 86,148 pairs from 
the 1,353,526 pairs produced in De- 
cember, 1935, and 116,272 pairs from 
the January, 1935, production total. 

Misses’ and children’s shoes, with a 
January, 1936, production of 3,336,- 
301 pairs, show an increase of 466,831 
pairs over December, 1935, and 249,- 
710 pairs over January, 1935. 








she meer eerie 





BO BF 8 FEF ee ee 


Pumps In Stock 
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GREGORY & READ CO, 
* LYNN, MASS. ¥ 
% IN-STOCK 13 STYLES 
“te, AAAA to C—2 to 10 ~ 


$3.25 * 
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Liquid Wax 


i eh et Re Re 


CHIOSGGED 


Liquid ‘SHOE WAX 


Dries glossy but does 
not contain shellac. 
Made of pure wax. 





@ Does not crack 

@ Preserves 

@ Waterproof 
Revolutionary — easier 
—lasts longer. Correctly 
priced. Sold only thru 
shoe trade. FREE 
Goods Now! 


FRANKLIN RESEARCH COMPANY 
5134 LANCASTER AVE., PHILA., PA. 


FREE SAMPLE ON REQUEST 
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Display Fixtures 
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DISPLAY FIXTURES 


Challenger Set—812.40 Complete 
: Metal units 20x 12x 10 
Metal units 12x 10x8 
i Plate glasses, 1—i2 x 24; 
ra x14; I—10x 16: 
1—10 x 12. 








THE HECHT FIXTURE CO. 


313 West Adams St. Chicago, III. 











Shoe Firm Granted Charter 


HAMMONTON, N. J.—The Hammon- 
ton Shoe Manufacturing Co. has been 
granted a charter of incorporation with 
a capital of $50,000 preferred and 
$100,000 common stock. 





BOOT AND SHOE RECORDER, March 14, 1936 


On the Selling End 


News of the Travelers and Sales Activities 


Henry L. Moorhouse Joins 
Vulcan Corporation 


PORTSMOUTH, OHIO—Henry L. Moor- 
house has joined Vulcan Corporation 
as men’s last designer and salesman, 
operating in association with the com- 
pany’s Brockton plant. The other plants 





HENRY L. MOORHOUSE 


of the company, in St. Louis, Johnson 
City, N. Y., and Portsmouth, Ohio, will 
have the full benefit of Mr. Moor- 
house’s styling, which covers a wide 
range of practical ideas as related to 
volume sales. 

Mr. Moorhouse was for many years 
with the Brockton Last Menufacturing 
Company, in later years as partner. He 
started there as a young man and con- 
tinued with uninterrupted activity up 
to that company’s withdrawal from the 
field a short time ago. His acquain- 
tance throughout the trade probably is 
not surpassed in point of number of 
warm personal friends and confidanis 
who have placed exceptional reliance 
upon him for the development of their 
men’s shoes for many years. 

Mr. Moorhouse will continue serving 
his established trade and will travel for 
observation, designing and selling. He 
will have able associates in this work, 
concerning whom announcements will 
be made shortly. 





Pittsburgh Chosen for 
Pennsylvania Show 


PITTSBURGH, Pa.—During its Febru- 
ary meeting held on Saturday at the 
Hotel Henry here, the Pennsylvania 
Shoe Travelers Association definitely 
decided to hold its annual style show 


and convention in Pittsburgh this Sum- 
mer. This year the event will be held 
in conjunction with the Tri-State Trav- 
elers Association. Date and hotel will 
be set during their March meeting when 
representatives of the Chamber of Com- 
merce, the Pittsburgh Convention 
Bureau and the Tri-State Travelers 
Association will be on hand to help map 
plans of the coming affair. 





Michigan Shoe Travelers’ 
Club Formed 


DETROIT, MicH.—The Michigan Shoe 
Travelers’ Club was recently formed 
by a group of shoe manufacturers’ rep- 
resentatives with 50 members enrolled 
at the first meeting. 

An election of temporary officers was 
held to take charge until April 1. The 
officers chosen were: 

Harvey Elbinger of. Hutchinson- 
Winch, New York, president; E. Jensen 
of the New Way Shoe Company, New 
York, vice-president; Herman Becher 
of the Best Shoe Company, Boston, 
secretary; Herman Meyer of the Fried- 
man-Shelby Company, St. Louis, trea- 
surer; D. V. Grieshammer of N. J. 
Schorn and Company, chairman of the 
Board of Directors. 

The object of the club was stated in 
a resolution brought out at this meet- 
ing which declared, “It is the intention 
of this organization to be quite active. 
A good program is a ahead to strength- 
en the independent shoe man’s position, 
thus preventing more shoe men from 
being thrown out of their positions.” 

Meetings of the newly organized club 
are held twice a month at the Detroit- 
Leland Hotel. 





C. Havranck Joins 


M. Wolf & Sons 


NEw YorK, N. Y.—Charles Hav- 
ranck, secretary of the Boot and Shoe 
Travelers’ Association of New York and 
a well-known figure in the shoe trade, 
has joined M. Wolf and Sons of Brook- 
lyn with offices in the Marbridge Build- 
ing, New York. Mr. Havranck is work- 
ing with Mr. Wolf from the Marbridge 
Building but he plans to shortly start 
on the road covering his old territory 
in New England, New York state and 
as far south as Washington, D. C. Mr. 
Havranck was with the Griffin and 
White Shoe Company for many years 
before they discontinued operations. 





B. W. Rankin Vacations in Florida 


MIAMI BEACH, FLA.—Mr. and Mrs. 
Burt W. Rankin, of Boston, are vaca- 
tioning at the Atlantis Hotel. Mr. Ran- 
kin is treasurer of the Hunt-Rankin 
Leather Company, of Boston. 
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In-Stock EE Width 
Sized 10 to 13% 
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heel. 
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"“Chieewe s 


Number 3010... 
Nailed. Plain toe, half velvet 
gusset, nickel hooks, grain in- 
sole, inside lea. top 
lea. outsole with leather slip- 
sole, rubber heel. 
stock EE width, 


half velvet gusset, 
hooks, grain insole, inside lea. 
top band, tan rubber outsole 
with leather 
Last 42, 
width, sizes 10 to 134. 


» 4 


can “take it’’. 


youngsters and parents. 


Blk. Elk 


band, oak 


Last 42, in- 
sizes 10 to 





134. 
——— 
NONE BETTER Lge 
Number 3028 . . . Blk. Elk ee 
Nailed. Perforated cap _ toe, 


nickel 


slipsole, rubber 
in-stock EE 


Catalog and 
particulars 
on request. 
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Cultivate Customers 


Husky lads, fuil of energy and pep, need work shoes that 
That is why “ORIGINAL CHIPPEWA’S”, 
Boys’ work shoes, constructed with highest quality materi- 
als and by expert shoemakers, are the favorites of the 
Cultivate their confidence now 
with “ORIGINAL CHIPPEWA’S”, and they will become 


lifelong customers of your store. 


Our in-stock department with immediate delivery 
reduces to a minimum your required inventory. 


Chippewa advertising now reaches 1,259,753 Farmers. 
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CHIPPEWA SHOE MANUFACTURING COMPANY 


CHIPPEWA FALLS WISCONSIN 





Culver's Formally Opened 


LINCOLN, NEB.—Formal opening of 
the Culver Shoe Company, 131 South 
13th Street, was held Feb. 21. The 
shop carries exclusive women’s foot- 
wear. 

The new store is owned and operated 
by W. S. Culver, who for the past seven 
years has been head shoe buyer in a 
department store. He has also been 
in the shoe business in Cleveland, Ohio 
and Madison, Wis. 

“We are going to feature nothing but 
high-grade shoes,” Mr. Culver says, 
“and we are going to pay special atten- 
tion to proper fitting as we will feature 
a wide range of sizes and all widths.” 

The store is not identified with any 
chain, he stated, and that will enable 
him to make purchases from the high 
light styles of a number of the leading 
manufacturers. These shoes will all 
be carried under the Culver label. 

The shop has been decorated with a 
brown and cream interior. A modern 
type store front has been installed. The 
force consists of four salespeople. 





J. Bardin Promoted to Buyer 


PITTSBURGH, Pa. — Joseph Bardin, 
assistant shoe buyer at Frank & Seder’s 
here, has been promoted to the buyer’s 
post, succeeding William Weiss, who 
died recenily. Louis Stein, veteran 
shoe salesman in that store, has been 
named to Mr. Bardin’s former post. 





Joins Stetson as Stylist 


SouTH WEYMOUTH, MAss.—The Stet- 
son Shoe Company announces the addi- 
tion to its staff of Fred H. Rasmussen 





FRED H. RASMUSSEN 


as stylist in the styling and wholesale 
selling department. Mr. Rasmussen for 
the past eight years has been buyer and 
promoter of women’s shoes in the H. S. 
Pogue Company, Cincinnati, Ohio. 


Mr. Rasmussen attended the Univer- 
sity of Illinois and is a member of both 
the Cincinnati Club and the Kenwood 
Country Club in Cincinnati. 


All-Whites and Colored Sandals 


HOLLYwoop, CALIF.—A very colorful 
season in extra pair shoes is predicted 
by Harry R. Selig, manager of the 
French Slipper Shop. Most of these 
shoes will be in the sandal types and 
of various kinds of fabrics. These 
shoes for the most part will be bought 
by women who do not need “a pair of 
shoes” tut who will buy an extra pair 
to wear with some certain dress in order 
to get the colors needed. 

A real white season is at hand, pos- 
sibly one of the very best experienced 
in the high-fashion shoe field. The 
present warm weather has been the 
cause of selling enough white shoes to 
warrant this statement. Selig has 
found that the colors always sell best 
at the start of a season, then taper 
off to a session of all-white selling. 

Many of the whites will be high light- 
ed with blue for dress and brown for 
sports wear. For early Spring selling, 
British Tan calf in oxfords, straps and 
pumps has been the outstanding ma- 
terial in the better grades due to the 
reason it is the best accessory color 
available to go with the popular gray 
suits. 
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LUMBARD 


Modern Turn Shoes That Fit 
eng WILL NOT GAP 
Ruby Kid, New “SHORT BACK” Lasts 


30 STYLES Send for 
IN STOCK eatalog 3 
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LUMBARD SHOE 


KUSH-IN-EZE 
HAND_TURNED 
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No. 252 

Black Kid blucher 
oxford; 25 last; 
leather lined; 
12/8 heel; rub- 
ber top 
lift: B 
to E. 


VAUGHAN TOWLE CO. 


A division of L. B. Evans’ Son Co, 
WAKEFIELD MASS. 
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Shoe Cleaner 
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WE'RE NOT 
KIDDING 


= derello 
WHITE 


KID 
POLISH 


«+. preserves and restores the 
Original beauty of White Kid 
.. keeps it soft and supple.. 
Prevents yellowness. You 
can guarantee it. 


A Best Seller for Years 


verett & Barron (0 


TORONTO, CAN. 








AT 
RETAIL 





PROVIDENCE, R.I. 
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Reunion in Florida 








If you're lucky enough to be able to steal away to Miami Beach, or some of the other south- 

ern resorts for a month or a fortnight, you'll be surprised to discover how many shoe men of 

your acquaintance you'll meet in your first day's travels. Snapshot above shows W. J. DeWitt, 

president of Shoe Form Co., Auburn, N. Y.; Bert Hanby; Samuel G. Krivit, vice-president and 

New York state advertising representative for Boot and Shoe Recorder, and Henry H. Minor, 
president of P. W. Minor & Son, Batavia, N. Y. 





SPECIAL R. R. RATES TO 
STYLE CONFERENCE 


NEW YORK—Members of the shoe and 
leather trades attending the Joint Style Con- 
ference of the National Shoe Retailers Asso- 
ciation, to be held March 30 and 31 at the 
Hotel Waldorf-Astoria, in conjunction with the 
Fall Opening of American Leathers by the 
Tanners Council of America, will enjoy the 
advantage of special rates on all railroads in 
the United States and Canada, according to 
an announcement from N.S.R.A. headquarters 
at 274 Madison Avenue. 

The meetings of the Joint Style Conference 
to be held this month will be particularly 
interesting, according to the announcement, 
by reason of their changed character from 
past seasons. 

"The change which has taken place in these 
conferences during the past year has worked 
to make them more practical from the pro- 
motion and merchandising standpoints. The 
discussions which are held at the various meet- 
ings devoted to considerations of problems of 
buying and selling specialized types of shoes 
—men's, women's, children's, volume price 
ranges, etc.—have tended during the past few 
seasons toward greater emphasis on develop- 
ment of well-laid pre-season plans for orqan- 
ized rather than random buying, and consistent 
co-operative promotion and selling as distin- 
guished from hit or m'ss programs evolved by 
individual retailers. 

“The advance season ‘background’ of com- 





Correction 

Mark Harris, who is representing 
the Lumbard Shoe Company of Au- 
burn, Maine, in the New York met- 
ropolitan area and surrounding terri- 
tory, is selling a high style line of 
women’s and growing girls’ shoes, and 
not men’s shoes, as was erroneously 
stated in a news item published in 3 
recent issue of the RECORDER. 


ing fashions in costumes, colors and shoes, the 
merchandising developments of the past season 
as basis for merchandising of the coming 
season, are organized in these conferences, 
with the recult that attending retailers and 
other shoe factors are enabled to work—co- 
operatively to the benefit of all. The problem 
of timing seasonal sales is only one of the 
questions which have come in for much atten- 
tion at these conferences and further discus- 
sion of this situation is to be expected at the 
coming meetings.” 








Spring Kali-sten-iks Catalog 


The new Spring edition of the 
“Kali-sten-iks” catalog showing chil- 
dren’s and senior misses shoes, which 
has just been sent to the trade by the 
Gilbert Shoe Co., of Thiensville, Wis., 
packs a wealth of information about 
the features of the line, of which 
some are patented. It also shows re- 
productions of the excellent dealers 
sales helps provided by Gilbert. 

The shoes are shown in actual 
colors. The line is 100 per cent welts. 
“Kali-sten-iks” were first introduced 
to the trade nine years ago, the original 
factory being an old two-story stone 
school house. Today it is quite mod- 
ern and one of the show places as 
one travels north from Milwaukee to 
Lake Winnebago. And, as many know, 
Al Gilbert is a most genial host. 





W. Carey New Excelsior 
Superintendent 


PoRTSMOUTH, OHI0O—William Carey, 
formerly factory superintendent of the 
I. Miller Company in its former plant 
in Haverhill, Mass., has been made 
superintendent of the Excelsior Shoes, 
Inc., factory in Portsmouth. 

Mr. Carey has been in the shoe busi- 
ness a little over 30 years. He was 
with the Utz and Dunn Company and 
the Mennihan Company, both of 
Rochester, N. Y. Mr. Carey succeeds 
W. E. Clark, former factory super- 
intendent of Excelsior Shoes, Inc. 

Production in the Excelsior plant 
has been stepped up to over 2000 pairs 
daily and plans have been made to 
further increase the production. . 
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SERVICE 


The individual and collective experience and 





facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 


T. W. GARDINER CO, 


EMPIRE LAST WORKS 
ROCHESTER, N.Y 


KRENTLER BROS. CO. 





LYNN, MASS. ST. LOUIS, MO. 
UNITED LAST CO. 4 KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 


stewart & potrernco, THE LAST WORD ynitep tastco., trp. 


BROOKLYN, N.Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shee Recorder 
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Dancing and Bowling Shoes 
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BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes, 
also a complete line of bowling shoes. 


Write for price list 
ROVICK THEATRICAL SHOE CO. 
Manufacturers 
$25 W. Madison St. 






Chicago, Ii. 
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Men's Shoes 
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{ Cui lof 
“HIGHEST GRADE ONLY" 
EAST WEYMOUTH S., U.S.A. 
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Riding Boots 
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Changes Store Name 


MCKEESPORT, PA.—H. J. Moskowitz 
who has conducted the Walk-Over Shoe 
Store at 527 5th Avenue, has changed 
the name of his store to David’s Good 
Shoes. The store will still sell Walk- 
Over Shoes but will also feature several 
popular price lines in men’s, women’s 
and children’s footwear. 
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What's New 


Conforms Shoes to 
Foot Variations 


New York, N. Y.—Shoe Conformer 
Corporation, with headquarters at 11 
West 42nd Street, is now introducing 
to shoe retailers throughout the United 
States its perfected Shoe Conformer, a 


The newly perfected Shoe Conformer 
that conforms and shapes the insole of 
the shoe to foot variations by means 


of pressure controlled by the operator. 


machine that conforms and shapes the 
insoles of shoes to foot variations by 
means of powerful pressure which can 
be controlled perfectly by the operator, 
so as to yield more width, length and 
depth to the shoe as required. 

By means of this machine, which has 
been perfected after years of research 
and study, it is claimed that new shoes 
can be broken in to the individual foot 
immediately, and misfitted shoes can be 
reshaped and adjusted so as to fit com- 
fortably. These machines have been in 
successful use for a long time in many 
well-known shoe stores and shoe de- 
partments, and at the present time 
agencies are being opened throughout 
the country. 


Save the Surface! 


If you have one of those finely 
finished and inlaid window floors that 
cost a lot of money to install, or if you 
frequently make use of delicate fabrics, 
or other materials that are easily 
soiled, for floor coverings in your win- 
dows, then you’ll appreciate the use- 





Socks for window trimmers. 


fulness of the window trimmer’s socks 
illustrated above. 

Made of a felt-lined balbriggan ma- 
terial, they slip on over the shoe and 
enable the window man to get in and 
out of the window and putter about 
therein as much as he likes, without 
scratching the woodwork or soiling the 
floor covering. Simple enough, but 
handy and useful, and window trim- 
mers who have tried them out say they 
wouldn’t know how to get along with- 
out them. 


Foot and Arch-Height Measurer 


DETROIT, MicH.—Nathan Hack, Stroh 
Building, Detroit, has created and 
patented a unique foot measuring de- 
vice. Its popular appeal is the fact 
that both feet are measured at the 
same time; but when the foot presses 
on the measuring chart, a light beneath 
goes on and in the triangular mirrors 





Unique foot-measuring device created 
and patented by Nathan Hack, promi- 
nent Detroit shoe man. 


on the inner side of the foot, the clerk 
and customer can see the degree of arch 
elevation. The twin mirrors are set at 
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IMPROVE YOUR 
BALANCE-SHEET 






RATIO! 














YOU REPEAT YOUR PROFITS WIT 
“AMERICA’S FINEST COMFORT SHOES” 
PATTEINS TO. ASSURE 
mo LEATHER INSOLE Ker 
es a Saree 
"OOTWEAR OUNTER 
SCIENTIFIC SEWED 
HEEL SEAT » 
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The RIGHT FEATURE shoe which has undergone the acid test 
of several years manufacture will produce REPEAT PROFITS 
for you. Nu-Matics with their patented, scientific, ‘‘cushion” 
and “nail-less” features are virtually non-competitive. Send 
for our Catalog of Men’s and Women’s Shoes. Beware of 
Imitations. 








ROHN SHOE MFG. CO. 


512 W. Florida St., Milwaukee, Wis. 


Kok F Uu Matic 


CUSHIONED SHOES 


_ Exelusively Manufactured by Roba Nu-Matlc Shee Mig. Co., 512 W. Florida St, Milwaukee, Wis. 











COMMERCIAL FACTORS CORPORATION 
TWO PARE AVENUE, NEW YORE 


Commercial factoring 
has enabled many a 
shoe manufacturer to 
improve his ratio of 


quick assets to liabilities. 














an angle to reveal the degree of prona- 
tion. 

The entire device is an attractive 
piece of furniture to set up in the shoe 
store to make more professional the 
measurement and diagnosis of feet. 

Mr. Hack says that the Hack-O- 
Meter does these things: 


1. A means of determining the type 
of last to use for a particular foot. 

2. Heel to ball measurements. 

- Heel to toe measurements. 

Correct stocking sizes. 

. Accurate width measurements—two 
scales—one for straight last type 
of foot and one for an outflare last 
type of foot. 

6. Evidence of difference in sizes of 
the two feet. 

7. A mirrored reflection of the con- 
tour of the inner longitudinal arch. 

8. A mirrored reflection of any ankle 
weakness indicated from the reflec- 
tion of curvature of the Achilles 
tendon. 

9. Facility for determination of 
spread of foot and flexibility (vis- 
ually—not measured). 

10. Psychological sales appeal. 


1 we 99 





Longini Adds In-Stock 


CINCINNATI—The Longini Shoe Mfg. 
Co. has recently added an in-stock de- 
partment and will carry 18 to 20 of 
their best selling styles in size ranges 





from 3 to 9, AAA to C. The company 
has also installed Unishank equipment. 
A. J. Sachs, sales manager, is leav- 
Ing on an extended trip covering the 
principal cities of the South. 





Appellate Court to Rule 
on Shoe Curfew Law 
BuFFALO, N. Y.—The Buffalo Retail 


Shoe Dealers’ Association won a tem- 
porary victory when Justice James F. 
Norton, in Supreme Court, refused the 
application of Sattler’s, Inc., and Sears, 
Roebuck & Co., to permanently enjoin 
the city from enforcing the municipal 
ordinance prohibiting the sale of shoes 
after 6 P. M. except Saturdays, eve- 
nings before holidays and for periods 
of two weeks preceding Easter and 
Christmas. 

Justice Norton indicated he would 
take no further action in the matter 
until after the Appellate division of the 
Supreme Court had ruled in a similar 
test case involving an ordinance regu- 
lating the hours during which open-air 
fruit and vegetable markets could op- 
erate in the city. The temporary in- 
junction prohibiting the enforcement of 
the shoe curfew ordinance will remain 
in effect until after the higher court 
rules on the open-air market case. 

The Supreme Court of Erie county 
previously had ruled that the city was 
without authority to regulate the hours 


during which open-air markets could 
operate and said such an ordinance in- 
terfered with private business. The city 
appealed to the Appellate division and 
pending the outcome of this appeal, the 
shoe curfew ordinance enforcement is 
being held up by the court. 

The Buffalo Retail Shoe Dealers’ As- 
sociation sponsored the shoe curfew 
ordinance as a health measure. 





Poll-Parrot on the Air 


St. Louis, Mo.— Roberts, Johnson 
and Rand, a branch of the Interna- 
tional Shoe Company, has organized 
a novel advertising feature for shoe 
merchants handling their Poll-Parrot 
juvenile line. Thirteen records for 
electrical transmission have been made 
of an adventure story that appeals to 
the children, each record running for 
fifteen minutes with short advertising 
announcements, featuring the name 
and address of the dealer, at the start, 
middle and end of each record. These 
recordings are available to every deal- 
er that handles the Poll-Parrot line 
with the only expense to the dealer 
being the cost of the time on the air. 

This feature can be obtained by 
writing to the Roberts, Johnson and 
Rand Company, St. Louis, Mo., and 
asking for their use, giving the name 
of the radio station with which they 


will be used. 
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Children's Footwear 


i hi eli ech eel lela 








MRS. DAY’S IDEAL BABY SHOES 


Infants’ Soft Soles.. 0-3 
Intermediates ...... 1-5 
Flexible Hard Soles, 2- 


Send for In-Stock 
Catatog 
MRS, DAY'S IDEAL BABY 
SHOE CO. 


Locust St. 








Danvers, Mass. 
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Riding Boots 
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LARGEST 


BOOT STOCK 
in America 


Domestic and imported | 
For Immediate Delivery 


Men’s, Women’s, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 
_ 
Complete Catalog 
R-7 on Request 
~ 















COLT 
CROMWELL CO. 


1239 Broadway 
New York City 
524 Santa Fe Bidg. 


Dallas, Texas 








Crosby Square Publishes 
Last Study 


The catalog of “The House of Crosby 
Square,” just sent to the trade, shows 
a fine style program for alert mer- 
chants who sell men’s footwear. One 
section, given to a “Comparative Study 
of Lasts” is a real aid to intelligent 
buying. And the portrayal of the mer- 
chandising advantages of the Flexible 
Shoe as a successful answer to price 
competition gives a merchant some- 
thing to ponder over to his advantage. 

All shoes are illustrated by actual 
photographs, so that the shoes are 
seen as they actually look. Size of 
the catalog is 8% by 11 inches, cover 
of ivory enamel, with three broad 
stripes of gold, red and blue, thus mak- 
ing it easy to locate when filed away. 
The line is nationally advertised. 





Enclosures or Post Cards 


BrRocKToN, Mass. — As an aid to 
sales at retail, the E. E. Taylor Cor- 
poration of this city is furnishing its 
retail dealers with advertising cards 
which can be used either as package 
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Obituary 


James Maybury, Veteran 
Shoe Man, Dies 
New York, N. Y.—James Maybury, 


sales representative of the Maybury 
Shoe Company throughout Greater New 
York, died March 1 in the Bellevue 
Hospital from injuries received four 
week ago when he was run down by a 
taxicab. He was 77 years old. 





JAMES MAYBURY 


Mr, Maybury has been in the shoe 
trade for more than 60 years. He 
started as a boy and in later years 
founded the shoe jobbing firm of May- 
bury and Dana on Duane Street. He 
later represented the firm of Mitchell 
and Caunt of Lynn, Mass., traveling 
throughout the country and becoming 
well known in the Middle West. 

In later years, Mr. Maybury, asso- 
ciated with J. J. Lippitt, founded the 
Reliance Shoe Company in ‘Beverly, 
Mass., and later the Ideal Shoe Com- 
pany in Lawrence, Mass. Finally with 
Mr. Lippitt as a partner, Mr. Maybury 
founded the Maybury Shoe Company in 
Rochester, N. H., with which company 
he was connected at the time of his 
death. 

The passing of Mr. Maybury or 
“Jim” as he was known to his many 
friends in the shoe trade, was deeply 
felt, especially among the older shoe 
men who grew up with him in the 


shoe industry. He is survived by an 
only son, Frank E. Maybury, from 
whose home at Hastings-on-the-Hudson, 
the funeral was held March 4. 





G. A. Sutter 


COLUMBUS, OHIO—G. A. Sutter, edu- 
cational director of the Walker T. 
Dickerson Company, passed away in the 
Maxwell Hospital, Lakeland, Fla., on 
Tuesday, March 3. Mr. Sutter was mak- 
ing his annual trip to Florida and the 
southern states for the Walker T. Dick- 
erson Company and only last Thursday, 
Feb. 27, was taken down with pneu- 
monia. On Sunday, March 1, he was 
taken from his hotel in Lakeland, io 
the Maxwell Hospital, where double 
pneumonia and malaria fever exacted 


their tragic toll. 





G. A. SUTTER 


“Jack” Sutter, as he was known 
from coast to coast in the retail stores 
handling Dickerson shoes, had, in his 
four years with the Walker T. Dicker- 
son Company, visited practically every 
state to familiarize the stores with the 
proper fitting of shoes. His loss will 
be felt greatly by his organization as 
well as the many friends which he made 
while on the road. 

Mr. Sutter is survived by his wife, 
a daughter, Sister Rose Genevieve, of 
New York, and a son, Raymond, of 
Columbus. Funeral arrangements have 
not been completed pending arrival of 
the body in Columbus. 





enclosures or as postcards. On the re- 
verse side is reproduced a photograph 
of the shoe with a description and 
space for the dealer’s imprint. A re- 
cent one shows “The Nordic,” a pat- 
tern adapted from the Norwegian ski 


boot. The outstanding feature is the 
treatment of the lace stay to give an 
almost sawed-off appearance to the 
blucher pattern. “Smart with flannels 
and all sports attire,” says the card. 
“It fits into any man’s wardrobe.” 
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1200 OUTSIDE ROOMS 


1200 MODERN BATHS 


RATES BEGIN AT $3.50 
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"PHILADELPHIA'S MODERN 





| @ Expressing the ultimate in modern 
appointments and guest comfort. 


BENJAMIN FRANKLIN 


HOTEL ?usonim «jon 
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. Write for 
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THESE WORLD FAMOUS 


ENGLISH 


RIDING 
BOOTS 


ARE MADE IN ENGLAND 





BY MASTER CRAFTSMEN 


IN STOCK 


ALL WIDTHS 


ALSO FIELD, AVIATOR 
& JODHPUR BOOTS 


MANFIELD & SONS 


1636 RANSTEAD ST., 
PHILADELPHIA, PA. 


Page 5l 












What Customers Want 


[CONTINUED FROM PAGE 19] 


where without even giving the store a 
second chance to make good. 

So it is evident that the shoe store 
should, above all things, watch its fit- 
ting service if it wishes to retain the 
good will and patronage of its cus- 
tomers. It is inevitable, of course, that 
some complaints shall arise from time 
to time from this cause, but, by the 
large, the shoe industry has made 
such strides in this matter of fitting 
in recent years, in the development of 
lasts, patterns, and other details of 
shoemaking, that if the store renders 
an equally capable and efficient ser- 
vice at the fitting stool, this supremely 
important source of customer dissatis- 
faction can at least be minimized. 

The wear which customers experi- 
ence from their shoes plays a very im- 
portant part in the maintenance of 
good will and the holding of patronage. 
This is particularly true in the case 
of men’s, boys’ and children’s shoes. The 
average man is less influenced by style 
considerations than the average woman 
when it comes to buying footwear, and 
is not so likely to buy a new pair at 
frequent intervals simply to satisfy the 
desire for something different. Having 
made a purchase of new shoes, the 
male customer has a pretty definite idea 


of how long they should last and of the 





kind of service they should give. If 
the shoes fail to measure up to expec- 
tations, the customer feels less kindly 
toward the store and is more than likely 
to go elsewhere next time. 

Children wear their shoes out rapidly 
under any circumstances, and many 
parents are naturally interested in get- 
ting those kinds which give the best 
service and the longest wear. Since the 
great majority refuse to buy the better 
grades of children’s footwear on ac- 
count of the prices asked for them, the 
retailer has a difficult problem to face. 
The demand for good service on the one 
hand, with strong price resistance on 
the other, forms a combination that is 
mainly responsible for the admitted 
difficulty of showing a satisfactory 
profit from the operation of a children’s 
shoe department. It has undoubtedly 
caused some retailers to give up the 
attempt, but the fact that others have 
been able io succeed in children’s shoes 
proves that the problem is by no means 
insoluble. 

Women, too, expect service from their 
shoes, despite the fact that many of 
them put fashion first. The construc- 
tion of many women’s shoes, and the 
materials used in them, are such that 
they can hardly be expected to stand 
up under every kind of usage. The 


woman customer rarely takes this fact 
into consideration, and many com- 
plaints result because shoes, built for 
certain kinds of wear, are subjected to 
uses for which they were never in- 
tended. It requires a great deal of tact 
to adjust such complaints without 
either jeopardizing the good will of the 
customer or taking a loss through an 
adjustment that is unwarranted. 

The part that style plays in deter- 
mining a shoe store’s standing with its 
customers has increased and is increas- 
ing in proportion to the increased style 
eonsciousness of the American pablic. 
As already noted, women often consider 
style first in buying their shoes, but 
men are, year by year, becoming more 
style conscious and more insistent on 
shoes that measure up to an exacting 
standard of style. 

This increased emphasis on the style 
element introduces an intangible factor 
into customer relations that is even 
more difficult to control than consider- 
ations based on quality or price. It 
tends to cause customers to shop around 
more in search of individual patterns 
that appeal to them and renders it 
more difficult for most stores to build 
and hold a clientele of satisfied custom- 
ers. But even this problem has its 
answer, and for some very practical 
suggestions along this line we refer the 
reader to the article on “Style Selec- 
tion” which was published on page 42 
of the March 7 issue of the RECORDER. 
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FOOT HEALTH WEEK 


OFFICIAL 
POSTERS 


Green and Black 17x22 in. 


These dramatic, colorful posters are 
a necessary part of your promotion. 


5 for $2.00 20 for $4.50 
10 for $3.00 30 for $6.00 
100 for $18 











FOOT HEALTH WEEK 


FOLDERS 


4 PAGES—2 COLORS 


WITH YOUR NAME 
IMPRINTED 
Poster Design and title ‘What a 
Difference Foot Health Makes” on 
cover; message inside; invitation 
and name on back—Sample on re- 
quest. 


1,000 at $7.25 per M 
2,000 at 6.75 per M 
3,000 at 5.75 per M 





FOOT HEALTH WEEK 


10 ARTICLES 


(Over 5000 words) 


These foot health articles are pre- 
pared to use in newspaper or as 
suggestions for radio talks. Also 
includes layout ideas and coopera- 


tive promotion sugges- 
tions for Foot Health 
Week. 'e 











FOOT HEALTH WEEK 


MATRICES 


6 Special Illustrations 
Reproductions of the poster design 
in two sizes and four other Foot 
Health Week illustra- 
tions in each set. a 


R. E. ANDRUSS 


BOOT and SHOE RECORDER 
239 W. 39th St., New York, N. Y. 
Enclosed is check for..............++ 
Send following helps: 


pies Sip a hee OFFICIAL POSTERS 
sina onde Sam FOUR PAGE FOLDERS 
iiereaceseul SETS OF ARTICLES 
bow kee sae SETS OF MATRICES 
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Good Shoes Deserve Good Stores 


[CONTINUED FROM PAGE 17] 


thought of going West was always 
fresh in his mind. Little did he dream 
he would be merchandising shoes for 
a store in California which would do 
a much greater volume of business 
annually than the Alexander Co. did 
in its best days. Yet such a thing came 
to pass. 

From Alexander’s to Martin & Mar- 
tin on Fifth Avenue. Then one day, 
in the Johnston & Murphy sample 
room, Bruce Wetherby said to Frank 
Bush, “Come to work with us. Plan to 
stay a year. I will guarantee you will 
never want to go back to New York to 
live.” Bush accepted and the prophecy 
proved true. 

“Los Angeles was just a country 
town then, and I hate to hark back to 
those days, as this spells years,” he 
confided. When Frank Bush went to 
work for Bruce Wetherby, there were 
just three of them on the selling floor. 
Now there are over 300 salespeople, 
all imbued with the idea of selling 
shoes having style and quality. This 
policy was originally projected by Mr. 
Wetherby and developed and carried to 
its logical conclusion by Mr. Bush and 
his associates. 


Proved It Could Be Done 


One of the characteristics of Frank 
Bush is to prove that something can be 
done by doing it himself in just the 
right manner. When most stores were 
considering a $4.00 retail price as a 
mark of high-priced footwear, to be 
bought only by the wealthy carriage 
trade, Frank Bush was proving his 
sales ability by selling a couple of 
pairs of $10.00 shoes every day after 
lunch. 

One of the unique merchandising 
principles established by this buyer is 
the practice of basing the business 
from the top grades, then working 
down. Very few stores in the country 
dare to operate on this basis, but here, 
under expert guidance, it has been 
proven the right way to do. To Frank 
Bush’s way of reasoning, standards 
are set by the houses who supply the 
top grades. He begins there to plan his 
merchandising campaign, then works 
down to the other grades. This mer- 
chandising plan is just the opposite 
of what is pursued in most stores. 

Here is the Bush creed, and it is 
just as simple as can be: Quality is 
never sacrificed for price. Mr. Bush 
is unceasingly working on one basis— 
to maintain a high quality establish- 
ment but not a high priced one. 

And to quote, “If one has quality 
without style, that is not good. Style 
without quality is not good. There 
is only one right answer—Style and 
Quality. 

“The public is willing to pay for 
service. That does not mean long 
prices for quality by any means. 


“Quality, style and service are the 
trinity of shoe retailing. One can not 
be sacrificed for the other. 

“Public confidence was built here 
through long and arduous work over 
a period of fifty-one years. We intend 
to maintain that confidence at all costs. 

“We have always tied style and 
quality together. Many times during 
the past few years the temptation was 
very strong to forget quality and to 
sell price merchandise. 

“Quality is the very heart throb of 
our business. Proof is easy. During 
the past two years we have suffered a 
loss in pairage in the cheaper lines 
which has been more than made up by 
the pairage gains made in the top 
grade lines.” 


Present Firm Line-Up 


The present Wetherby-Kayser or- 
ganization consists of the following: 

Emil Kayser, president. Active. 
Came in the business in 1888. 

Frederick V. Kayser, vice-president 
and general manager. Son of Emil 
Kayser, came in the business in 1919 
after serving in the Navy during the 
World War. 

Henry Wetherby, secretary and store 
executive. Son of F. Bruce Wetherby. 
Came in the business in 1915, then 
with time out for World War service. 

Frank Bush, treasurer, merchandis- 
ing manager. Started to work here in 
1902 on the floor. 

E. K. Bartlett, comptroller and 
assistant secretary. 

Eight stores are operated by this 
corporation, but in no sense of the 
word can they be classed as a chain 
or syndicate. All store managers have 
grown up with the organization, with 
many of these men taking care of the 
grandchildren of the organization’s 
original customers. These are family 
shoe stores. All carry stocks of shoes 
for men, women and children. Even 
the exclusive shop in the Ambassador 
Hotel carries children’s shoes. There 
is nothing spectacular in the growth of 
Wetherby-Kayser. It is just a natural 
development of a good store. 





Harvey Martin Goes West 


RocHESTER, N. Y.—Harvey Martin, 
manager of Edison Bros. Rochester 
store, known as Baker’s Shoe Store, 
has been transferred to their store at 
Des Moines, Iowa. 

Mr. Martin, before coming to Roches- 
ter, had previously managed stores for 
Edison Bros. in Atlanta, Ga., and 
Louisville, Ky. 

Mr. Martin was well liked by his 
associates in the Rochester store and 
made many friends among the people 
of Rochester during the several years 
he was manager here. 
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WNISHANK 











This important new development in shank con- 
struction has been thoroughly tested and is en- 


dorsed by leading manufacturers and retailers 


A special circular on UNISHANK will be mailed on request 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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and Want fd 





SALESMEN WANTED 


SALESMAN WANTED 


LINE WANTED 





HE fastest growing nationally advertised 
shoe whitener—CARBONA. Its slogan 
“WILL NOT RUB OFF” is a fact, not merely 
a claim. Sell it as sideline. Write fully, 
a 304 West 26th Street, New York, 





WE are in need of additional salesmen to carry 
our complete lines of shoe ornaments and 
spats on a straight commission basis. Manolis 
Manufacturing Company, 4248 No. Crawford 
Avenue, Chicago, Illinois. 


ALESMEN wanted by factory making pre- 

welts, stitchdowns, and growing girls’ sport 
McKay welts. Commission basis. Side line 
salesmen not wanted. Give references and full 
details in replying. Address E-619, care Boot 
& a Recorder, 239 West 39th Street, New 
Yor 


ANTED: Salesman now carrying a high 

grade line of children’s shoes in the state 
of Texas: one who has a close acquaintance 
with the buyers of the bigger and better shoe 
and department stores, to carry as a side line 
our well-known “‘Self- Starter” infants’ creeping 
and first walking shoe. ‘‘Self-Starters’’ are 
being successfully sold in practically all sec- 
tions of the United States, by a high grade 
selling organization, on a commission basis. If 
you fit into this picture, write THE CAR- 
gs Spi SHOE CO., INC., ROCHESTER, 











ANTED: Salesman now calling on Shoe 

Store Trade, to carry the finest line of White 
Shoe Cleaner on the market. This we can 
prove. Prices right—Strictly commission, but 
good. Answer by letter. Address E-674, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


ANTED: Salesmen to carry line Infants’ 

Prewelts and Men’s Beach Sandals, com- 
mission basis. The Kepner Scott Shoe Co., 
Orwigsburg, Pa. 








For States of California, Oregon 
and Washington 

A high-grade, experienced, shoe salesman to 
sell as a sideline, on commission basis, a 
woman’s novelty branded trade-marked san- 
dal, backed by national advertising, that 
will sell on sight. Must a resident sales- 
man. Address E-664, care Boot and Shoe 
Recorder, 140 Federal St., Boston. 














POSITION WANTED 


SHOE SALESMAN desires position with reli- 
able firm. Age 35. Twelve years’ experi- 
ence. Thoroughly knows the business and versed 
on Orthopedic footwear. character. Pleas- 
ing personality. Excellent references. Address 
E-656, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








SHOEMAN, age 34, desires connection with 
reliable firm as manager. Considerable ex- 
perience in buying and in merchandising—hav- 
ing operated own business; also cncsenetely 
managed stores since 1924, “Proven fitting abi 
ity—good knowledge of shoes—excellent refer- 
ences. Address E-659, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





FOR LEASE 





RELIABLE established Ready-to-Wear store 

located best uptown block Milwaukee, doing 

$150,000 annually, will lease Shoe Department 

space to right party. Write E-671, care Boot 

— Recorder, 209 So. State Street, Chicago, 
inois. 





WANTED 


Experienced shoe salesmen with established 

following to represent a specialty featured 

line of men's and women’s welts. Choice 
territories open. Apply at once. 


ROHN NU-MATIC SHOE CO. 


512 W. Florida St., Milwaukee, Wis. 











W ANTED—Shoe Salesman now traveling ter- 
ritory to sell new comfort Arch Support 
Cushions as a side line (pocket sample). Pro- 
tected territory. Write Orthopedic, 86 Ellicott 
St., Buffalo, N. Y. 


NEW line of shoe dressings is now being 

presented to the trade by a nationally known 
concern. There are still some very desirable 
territories open in the south, southwest, middle 
west and western fields, that would be well 
worth the consideration of able salesmen upon 
either a full time or side line commission basis. 
Address 5134 Lancaster Ave., Philadelphia, Pa. 








ALESMEN wanted to carry line of Shoe 

Buckles, Bows and Findings for reputable 
Manufacturer. State territory and experience. 
Address E-666, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





SUPT. WANTED 


SUPERINTENDENT WANTED: A client of 
ours requires the services of a shoe factory 
superintendent, qualified as General Manager for 
newly organized company to manufacture Men’s 
and Boys’ Welt Shoes in Central West. Write 
in strict confidence stating age, education, ex- 
perience, accomplishments and salary. CRIT 
FIELD & COMPANY, 612 North Michigan 
Avenue, Chicago, Illinois. 





SALESMAN—Covering New England terri- 
tory selling stitchdowns and prewelts now 
open for one or two additional lines of merit. 
Address. E-667, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





At once—California—Snappy in-stock Ladies’ 
* novelties $3.00 to $5.00 sellers. Now repre- 
senting non-conflicting line same territory. 
Address E-668, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





SALESMAN, 42 years old, covering the best 
retailers in New York City and vicinity for 
the past 20 years, is now available to represent 
a reliable line of men’s shoes to retail from 
$3.00 to $6.00. Commission basis only. At 
present employed but desires change. Best ref- 
erences. Address E-669, care Boot & Shoe 
ae. 239 West 39th Street, New York, 





HAVE contacts with Depts. & Chain Stores 
and Jobbers in all central states for Women’s 
Novelty Shoes to retail at $2 and $3. Would like 
to get in connection with Mfr. of this class of 
Merchandise. Address E-672, care Boot & 
you, 239 West 39th Street, New York, 





HILDREN’S and Growing Girls’ Line wanted 

for coming Applicant is by lengthy experi- 
ence in juvenile shoes, exceptionally well known 
in Middle West territory. Best of references 
Interested parties may be surprised but sur- 
prises come swiftly in this world. Address 
E-673, care Boot & Shoe Recorder, 209 So. 
State St., Chicago, III. 








FOR SALE 





ESTABLISHED popular. priced women’s shoe 
store—Price reasonable—Good location in 
New York State—Rent reasonable—Good reason 
for selling. Address E-670, care Boot & Shoe 
ae 239 West 39th Street, New York, 





FOR SALE 
Going shoe factory making women’s medium 
price Littleways; Mid-West city. Or good 
opportunity for experienced office manager 
and superintendent to buy all or an interest. 
Terms can be arranged. 
Address E-665, Care 
BOOT AND SHOE RECORDER 
209 S. State St., Chicago 











BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 





WANTED TO PURCHASE 








WE BUY 

Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St. Cor Church 

Phone Barclay 7-7887 New York City 

















address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
Ja== Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Se} 


In all other cases each word of the 





Minimum charge, $1.25. 
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Chain Store Efficiency 
records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Il. 









story hotel . 









road terminals. 

















WANTED TO PURCHASE 





WANTED to buy paying shoe store or depart- 
ment. Better grade preferred. Harry 
Webster, 398 East 167th St., Bronx, N. Y. 





Buyers of Surplus Stocks 


We will buy surplus or entire stocte of shoes 
from manufacturers, jobbers or retailers 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 
106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 
Wanted: Red Cross, Florsheim, Arch gag 
Enna Jettick, etc., Nunn-Bu Bos- 
tonian, Walk-Over, etc. 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 



















MERCHANTS’ NEEDS 








$4.00 
coe = Poury Cue 
$2.25 for Price Tickets 
HALF GROSS 





Tilts at Any Angle 





M. D. Pollinger Co. 
HOLLAND BLDG. 
ST. LOUIS Mo. 











KTURES 


Again SEGALL & SONS Toke 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs at Prices You 
Will Find Most Agreeoble. 
A special folder, has 
been prepared. Please ask 
us to mail you a copy 


SEGALL & SONS 


923 Arch St., Philadelphia 





HOTEL PICCABILLY 


Say "Hello" to a 
good "Buy"! Stay 
at this ~ 26 


coast-to-coast * pat- 
ronage is your as- 
surance of satisfac- 
tion. Here, Times 
SQUARE is all 
"ROUND you—just 
a stone's throw to 
“Radio City,"" 69 
theatres and rail- 


45th Street, Just West of Times Square. 
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Bright, quiet, rich- 
ly furnished rooms 
with baths —deep, 
soft ''sleepyhead"’ 
beds and all up-to- 
the-minute conve- 
niences. Rates be- 
gin as low as $2.50 
single—$3.50 doub- 
le. Write for reser- 
vations to insure 
choice accommo- 
dations. Ask for 
free "Guide-Map" 
of N. Y. C. 














































W. Stiles Koones, Mgr. 








MERCHANTS’ NEEDS 








Get your copy of ‘Dancing 

Dollars.” An interesting and 

informative folder that = 
joe men how to attrac 


FREE 


a very cota = highly ecmuate 
trade. Write SELVA & SONS, Inc., Dept. 
“B,"" 1607 Broadway, N. Y. 





SHOE STRETCHER 


VAMP RAISER and LENGTHENER 


Should be in every shoe store. Relieves and permanently 
corrects tight-fitting shoes. Raises vamp from throat to 
tip. Lengthens too short shoes. Made of best and toughest 
grade of steel, nickel plated. For sale by shoe findings 
jobbers and wholesale shoe houses everywhere, or send 
your order direct to us. 


$5.00 COMPLETE 


NU-WAY SHOE STRETCHER CO. 
4367 Duncan Ave. St. Louis 





with 3 sizes 
of Last 





A. W. Ryder Heads 


Chamber of Commerce 


OsHKOSH, Wis.—A. W. Ryder, presi- 
dent of the Lampert-Ryder Shoe Co. 
here, has been elected president of the 
Oshkosh Chamber of Commerce. Mr. 
Ryder has been a member of the board 
of directors to the chamber during the 
past two years and has been active in 
its affairs. 








- 
Greater Profits! 
A perfect fitting shoe for every 
customer with the 


DUNDE 
SHOE RESHAPING MACHINE 





Makes every cus- — 
tomer’s shoe con-Qol 
form scientifically 
to the feet and 
guaranteed to 
give entire satis- 
faction. 


ELIMINATES 
shen oes s slipping at 


sides 


DUNDE HAND IRON 


Raises vamp — removes wrinkles — straightens toe 
box—narrows width of all leather shoes—also has 
many more practical uses—can be operated by any 
clerkK—both Dunde Reshaping Machine and Dunde 
New Improved Hand Iron are recognized sales 
builders that pay dividends almost the first day you 
use them. 
SPECIAL COMBINATION OFFER 


Machine separate without iron..... $28.50 
Hand iron individually............. 15.00 


Machine and Improved Iron (complete) 
F.0.B. N.Y.C. $35.00 


DUNDE RESHAPING DEVICES, Inc- 
13 East 37th St. New York City 











Posner Issues Pictorial News 


New YorkK—The 1936 Spring and 
Summer edition of Dr. Posner Pictorial 
News for children has been recently 
issued to their trade. The new edition, 
attractively illustrated, is printed on 
coated stock in a four-page tabloid size 
sheet. 

Dr. Posner Shoes, Inc., feel that the 
set up of the paper is an unusually good 
one and they feel that results to their 
customers and to themselves will prove 
highly satisfactory. 
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HOTELS 














































Doun hore in Wlauplatef whure 
THE HORSE JS KING 


LYING hoofs roll out a fast tat- 
too that quickens the pulse of 
the wildly cheering i on tip- 
toe in its excitement. aryland 
racing season is on! and your home 
in Baltimore is ready for you. 
Your car is taken at the door by an 
expert garage attendant. Yours is 
one of 700 comfortable rooms—each 
with bath and shower, running ice 
water, full length mirror and 
head reading lamp. You're 
at the center of Balti- 
more’s business and social 
activities. You enjoy char- 
acteristic Maryland cuisine 
in any of four distinct res- 
taurants—And the rate— 
from $3.00 single. 







BALTJIINORE 


* BALTIMORE,MD 





Control 


We may control the weather, 
For all and sundry reasons. 
We may control the order 
And cycle of the seasons. 
We may plan road conditions, 
And so have no more skidding. 
We may by switch or button 
Make Nature do our bidding. 


We may grow crops to order, 
And plan the generations. 

We may control the sexes 
By sure prognostications. 

We may control dentition, 
Cuspids, bicuspids, molars. 

But this remains the problem 
—Controlling the controllers. 

Clarence Edwin Flynn. 


Holds Moving Sale 


DetroIT—A “Moving Sale” instead 
of a “removal sale” was advertised re- 
cently by Gordon’s Ground Gripper 
Shoe Company when the store moved 
to a new location. The old idea of a 
removal sale was done away with, and 
a lot of customers were curious enough 
to know what a moving sale was, to 
ask and perhaps to buy. Result was 
success for the first sale the store had 
in nine years. At the last minute, to 
draw the trade that did not stop to 
consider the puzzle, Manager Walter 
M. Parker put out a card with the 
notice “Final Removal Sale.” 
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Prepare now - 


FOR PROFITS WITH 


VITALITY summer styLes 


Everything points to a record demand 
for summer footwear. Dealers who pre- 
pare to fill this demand with Vitality 
styles in all white and white in combi- 
nation, for men, women and children 
will capitalize fully on the opportunity. 
Our seasonal national advertising is de- 


signed to promote the sale of Vitality 
Summer Shoes. Check up now and make 
ready for bigger volume and profits with 
Vitality. Our In-Stock Service covers the 
line completely in styles and widths and 
sizes, enabling us to make prompt ship- 
ments to meet your requirements. 


VITALITY SHOE COMPANY e ST. LOUIS, MISSOURI 
Branch of International Shoe Company 


V1 





MEN'S WOMEN’S CHILDREN’S BOYS’ 


AAA to G AAAAA to EEE Complete widths AtoE 
Sizes 5 to14 Sizes 2 to 11 $255 24s Sizes 1 to6 
$5.50, $6, $6.75, a few Priced according  $4and$4.50 
$6.75 styles $6.00 to size 


VITALITY GROWING GIRLS’ AND THRIFT _ 
GRADE SHOES FOR WOMEN $5.50 


ef 


When writing advertisers please mention Boot and Shoe Recorder 


llY 4 





















BOOT AND SHOE RECORDER, March 21, 


1936 


Give them These Features...and increase 


your profits with G 0 0 d ri C h 


RUBBER AND CANVAS FOOTWEAR 


ORE comfort—less weight—long wear—that’s 
what people look for in rubber footwear for work 
and sport. And they find it in Goodrich Litentuf footwear. 
The Litentuf process of manufacture was developed by 
Goodrich to produce heavy-duty footwear that was ex- 
ceptionally long-wearing, yet had the added features of 
light weight, flexibility, better fit, greater comfort and 
neater appearance. 

The sales records of thousands of Goodrich dealers 
show that it pays to carry rubber footwear with the kind 
of features your customers want. You won't have to 
worry about cut-price competition when you stock 
Goodrich, for people are willing to pay a more profitable 
price for this quality footwear than for the ordinary type. 


SIO 


B. F. GOODRICH COMPANY 
Footwear Division Watertown, Mass. 





4 MODELS OF THE LITENTUF LINE 


Two Buckle Litentuf 


Litentuf Sporting Boot 


Litentuf 
Anklefit 
Boot 


4 Buckle 
Litentuf 











Branches at Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, Ill.; 
Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; Detroit, 
Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; 
New York, N. Y.; Philadelphia, Pa.; St. Louis, Mo.; Salt Lake City, 
Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 
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PAULDING' \ 


Counters 


“Wnade tn North Rochester, N. H. 


CARRIES HIS WEIGHT IN LUGGAGE 


and SPAULDING COUNTERS give him HAPPY HEELS 


AN 


He weighs about 153 pounds, but when he’s carrying a peak load 
Sy ce 
of luggage he tips the scales at 300. It is significant that his shoes 26 Means so 


are made with Spaulding Counters. No other kind of fibre counter could stand the abuse that 


he dishes out. No other kind could give him such comfortable shoes. . . 


have a strength and flexibility that only the longest-fibre hemp and flax moulded under tremendous 
That’s 


For Spaulding Counters 


pressure on accurate steel lasts can give. They fit exactly, and they’re gentle to the foot. 


why a bell hop likes them. What is good enough for him is perfection for men and women who 


have easier jobs than his. Your customers appreciate it when you specify Spaulding Counters. 


SPAULDING FIBRE COMPANY :: NORTH ROCHESTER :: NEW HAMPSHIRE 
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THERE'S AN 
ENDICOTT -JOHNSON 


(Product 


FOR 
EVERY SHOE STORE 
IN AMERICA 























9 


3569—Cem-Pro — White Cabretta 2 
Button Pump, Nickle Button, 16/8 
Widths 

$1.60 


3713—Cem-Pro — White Front Strap 
Sandal, 1544/8 Cuban Heel, Sizes 3/9. 
$1.40 


3568—Cem-Pro—White Cabretta Side 
Buckle Sandal, 16/8 Continental Heel. 
Sizes 3/9, Widths B-C.......... $1.60 








re} our White Shoe Promotion Now! 
Order Endicott-Johnson 
In-Stock WHITES Today! 


N° need to talk further of the approaching 
white season. We all know—from expert 
prediction—from fashion notes taken in Miami, 
Palm Beach, Bermuda and the Riviera—that 
we are coming into the greatest white shoe sea- 
son that the country has ever known. 


Right now, merchants should prepare for their 
business in whites. Order at once this beauti- 
fully styled and attractively priced Endicott- 
Johnson line—and right from the beginning 
take advantage of the biggest profit opportunity 


of the year. 


3707—-Cem-Pro — White Side Buckle 
Sandal, 1544/8 Cuban Heel, Sizes 3/9, 
$1.40 


3571—Cem-Pro—White NuBuck Sandal 
Oxford, Square Toe, 13/8 Covered Heel. 
Sizes 3/9, Widths B-C......... $1.60 





3573—-Cem-Pro—White NuBuck Front 
Strap Sandal, Square Toe, 13/8 Cover- 
ed Heel. Sizes 3/9, Widths B-C. .$1.60 


3714—Cem-Pro — Girls White Front 
Strap Sandal, Square Toe, 11/8 
Covered Heel. Sizes 3/8........$1.40 








3710—Cem-Pro — Girls White Monk 
Sandal, Square Toe, 11/8 Covered 
Meee, DRE Biss vcccicvcvccecs $1.40 


Pigla 


ST. LOUIS, MO. 
NEW YORK CITY 
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U.S.ANNOUNCES 2 Handsome New Line of 


U.S. ROYAL HEELS 
with 5 outstanding points of QUALI TY 


THE NEW U. S. ROYALS 
WILL STAY ON A SHOE BETTER 
AND WEAR LONGER 


1, Blind nailing—to insure smart tailored appearance. 


2. New construction of insert, resulting in greater resist- 
ance to nail pulling. 


3. Perfect cupping combined with an insert of just the prop- 
er toughness and firmness to provide a specially tight edge. 


4. Sizes and contours which conform to Boot & Shoe 
Manufacturers’ Standards. 


5. Excellent appearance. U. S. ROYALS are particularl 

PP P y 
good-looking heels that add much to the attractive appear- 
ance and sales value of a shoe. 


USKIDE Soles, Soling, and Toplift 
Material. From Coast to Coast, the 
name “Uskide” stands for “The 
Wonder Sole for Wear.’”’ Uskide 
products are waterproof—long- 
wearing — popular everywhere. 
REGENT Heels with Washers— 
popularly priced—the new modern 


design. 





Additional 
U. S. Shoe Products are: 


1. Laflex Mid-Soling 
2. Kralex Inner Soles 
3. Insolex Inner Soles 











1790 Broadway, New York 
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Under Moderate Pressure as 
the Step Begins. ARCHSMITH 
Support yields moderately. 


peat | 





Under full body weight 
ARCHSMITH Support yields 
fully... with natural comfort- 
able resilience. 


—— 


j 
j 
| 
1 
| 
| 
! 
} 
i 
i 





And when the foot begins its 
upswing, the ARCHSMITH 
live Spring rises with it... in 
smooth accord. 





At the top of step all body 
pressure is released and live 
ARCHSMITH Spring Action 
responds, expanding fully and 
with frictionless security be- 
neath the foot. 
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ARCHSMIT 
Son MULTIPLE QUALITIES MULTIPLY SALES 


a oS a 
a ’ ars SO IN 
SSS SVS S 
SSA IW 


SA SANS 


. 


@ How well you know what men demand in shoes...style...quality... 


ARCHSMITH Synchro-Flex Shoes 


comfort...and now healthfulness. 


have won acceptance on every count. Characteristically Smith in 


style and fine workmanship, their advanced and scientifically sound 


construction sets an unequalled standard of fit and comfort. 


The entirely new and revolutionary principles of ARCHSMITH 
construction permit feet and shoes to act as one in harmonious per- 


formance. Foot strain is eliminated; structural weaknesses alleviated; 


natural, healthful, all-inclusive protection assured. It has been repeat- 
edly demonstrated that the multiple qualities of ARCHSMITH Synchro- 


Flex Shoes multiply sales. You owe it to yourself and your business 


to investigate this line carefully. Write us for complete information. 
The photographic portrait is of the ARCHSMITH York- 


shire No. 1502, Black Calf...No. 1602, Tan Calf... 
No. 1802, White Buck... All styles in stock. 


J. P. SMITH SHOE CO., Sangamon and Huron Sts., CHICAGO 
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THE GOLD RUSH IS ON 


CASH THIS —_— a new rich vein to be 
NUGGET tapped. The so-called “second line”’ 


dealers comprise it. They are looking 
RIGHT NOW for higher grade lines, 
shoes that will get an advertising play 
nationally or that already get it. Their 
trade is becoming “richer ore”—af- 
fording and demanding a higher qual- 
ity shoe, with buying power restored 
—the gold rush is on! 


You may think your present dealers 

are the Mother Lode—but dealers you 

OF ALL SHOES passed up a year ago, towns you passed 
SOLD IN SHOE by as worked-out claims, are bonanza 
seanvanid tad goldfields today. The way to cash in 
SOLD BY SUBSCRIBERS OF is to be first, the way to be first is to 
BOOT & SHOE be sifting prospects for that gleam of 
RECORDER gold through advertisements to the 


dealer in 


The Great National Shoe Weekly 


A Chilton Publication 





® 
SET A NEW SALES PACE WITH SALES SPACE IN BOOT AND SHOE RECORDER 
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FOR CORNS - te 
CALLOUSES and BUNIONS 


Besides those who buy them to relieve pain of corns, 
callouses and bunions and remove corns and callouses, 


millions of packages of Dr. Scholl’s Zino-pads are bought 


To Stop Shoe 


SORE 
INSTEP f 


TENDER 


Friction and Pressure 


Remember that this is a tremendous market. The peak 
petiods of demand are during the Spring and Fall shoe 
buying months when new shoes cause tender spots, chafing, 
sore toes, also blisters. Dr. Scholl’s Zino-pads are unex- 
celled for relieving and preventing these foot discomforts. 


DON’T MISS THESE GOLDEN CHANCES! 


Seven in every ten persons who enter or pass your store 
have need of Dr. Scholl’s Zino-pads for one or more of (At Left) Corn size tolift 
their many uses. Few items you sell pay bigger returns for \ pes Seater Gumanee 
window and counter display than Dr. Scholl’s Zino-pads. tenderness, 

Display and push them NOW! 


WIDELY ADVERTISED! 


50 Leading Magazines — American Weekly — 
540 Dailies and 3700 Weekly Newspapers 


Backed by consistent, year-round national advertising in more 


SORE TOES 


BURNING 
SOLES 








(At Right) Bunion or 
Callous size to prevent 
instep ridges and relieve 
pressure, 


(At Left) Callous size to 
protect callous an 
tender spots; relieve 
burning sensations. 


publications than ever before, Dr. Scholl’s Zino-pads and other 
Dr. Scholl’s Remedies for the relief of all foot troubles are always 
in demand. Keep them prominently displayed—within sight and 


(At Right) Bunion or 
Callous size to stop rub- 
bing at the heel and 
prevent blisters. 





reach of your customers and make sure that you secure full benefit 
from this tremendous advertising campaign. 








THE SCHOLL MFG. CO., INC. 


Makers of Dr. Scholl’s FOOT COMFORT Remedies and Appl 
213 West Schiller Street, Chicago 62 West 14th Street, New York City 


D' Scholls Zino-pads 
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112 Adelaide St., E. Toronto 





cs a 


mer Footwear ad- 

vertisements. 

There's always 

profit news inCam- 

bridge advertise- 

ments. Watch for 
them. 














THIS 


these 
patterns 
will sell.... 


the original and alert styling of Cambridge 
always sells . .. . by meeting the wearer’s 
desires....new....smart.... exclusive 

... comfortable .... colorful .... and 
economical. 
In the line.... monks... T straps.... 
open toe sandals ... . ventilated oxfords 
.... cut-outs... . all made as you’ve never 
seen such shoes made before. 


Materials . . . . every wanted type.... 
plain and fancy fabries . . . . Buck-ide, the 
popular .... washable and durable.... 
Vultex Impregnated Mesh . . . . notable for 


Cambridge long-wearing reputation ... . 
crepe soles, white or colored for the mode 


of today .... leather soles . . . . high and 
low heels... . the popular “Deck-welts.” 
Inexhaustible color variety and combina- 
tions made possible by Cambridge simple, 


inexpensive “attachments” .... one style, 
one case and the dealer can display and sell 


seven or more color combinations. 


IS A CAMBRIDGE YEAR 


Your year for real profits, if you are 


a Cambridge dealer 















DEALERS increase volume ..... 


make bigger profits with ‘this 
GREAT IMPROVEMENT IN SUMMER SHOES 














DEALERS 


the country over see in this construc- 
tion the new idea that wearers want. 


Lighter weight ... . greater coolness 
-... greater comfort mean greater 


volume because .. . . the wearer rec- 
ognizes and appreciates these quali- 


ties instantly .... a pair on the cus- 
tomer’s feet is a sale! 














Exclusiveness eliminates competition 
.+ +» you get your price... .a better 
profit .... build repeat sales this year 
.... and in years to come... . be- 
eause Air-O-Flow Insulator Midsole is 
a fundamental improvement which 
puts Cambridge footwear years ahead 
of ordinary shoes. 


A/R FLOWS IN AIR FLOWS OUT 









TO THE WEARER 


Air-O-Flow Insulator Midsole means 
Comfort with a capital C.... a wel- 
come change from hot, heavy, sum- 
mer footwear to cool, light summer 
shoes ... . a resilient, non-rubber 
insulator underfoot . .. . elimination 
of excessive perspiration and offen- 
sive odor . . . . superior style and 
retention of good looks... . a semi- 
rigidity which supplies necessary sup- 
port.... holds shoe in shape... . 
protects against sharp objects under- 
foot... . and a surprising reduction 
in weight. 

These are the wanted qualities in 
summer footwear ... . Cambridge 
shoes now have them . . . . hence, vol- 
ume and profit for the Cambridge 
dealer. 


























Magnified cross section showing multitude of air pockeds for insulation and 
resiliency. This material is not sponge er. 






RADE MARK 


Naa Ze); 


125 DUANE 





~~ 
RUBBER COMPANY STREET 
LEATHER SHOE DIVISION ONO]. CHICAGO ST. PAUI 


CAMBRIDGE, MASS. AVENt STREET PRINCE STS 
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An Iyvatuaste Asser to Our Stock 
MYERS BROTHERS of Springfield, Ill. 


9 


View of the Shoe 
Department 


The Myers Bros. 
aa e 


- is no experiment to selling 


Florsheim Shoes for Women—the experiences of Florsheim retailers 
are ample proof of that. Let Myers Bros., for example, tell you their 


TO RETAIL AT 


opinion in their own words: “Traditional Florsheim quality, styles that 

are fashion right and timely plus comfortable easy-fitting lasts com- $ 5 s s] 0 AND UP 
bine to provide shoes that are a pleasure to offer our customers. Our 

steadily increasing volume testifies to the saleability of Florsheim Shoes 

for Women.” You, too, can sell Florsheim women’s shoes at a profit 

—our world-wide reputation for quality and style is all the assurance 

that any merchant should need. Why not let a Florsheim representative The Sunbeam .... W236 in black kid; 


call on you? You 3 not be obligated to buy—the risk will all be ours. alae oo a oe 


THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY e Manufacturers e CHICAGO 
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